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A Hearty Welcome! 


Eo, 


The great City of Philadelphia is host to the Nation during 
these months of celebration of the one hundred and fiftieth 
anniversary of the signing of the Declaration of Independence, 
and it is commemorating that momentous event by a Sesqui- 
Centennial Exposition of notable character, which is the his- 
torical successor of the Centennial Exposition of 1876. 

The Home Office of the PENN MUTUAL is on famous Inde- 
pendence Square in Philadelphia, facing Independence Hall, 
where the Declaration was signed and where hung, and now 
reposes, the sacred Liberty Bell. We have a hearty welcome for 
life underwriters who are visitors to Philadelphia during these 
festival months. 


The Penn Mutual 


Life Insurance Company 
Philadelphia, Pa. 


Organized 1847 


tu H AMPTON ROADS 
FIRE 4» MARINE 
Insurance Company 


” NORFOLK, VIRGINIA 
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JAMES A. BLAINEY 


Vice-Pres. and 
Secretary 


HenrY G. BARBEE 
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Henry W. Ives & Company 


INCORPORATED 1910 


75 FULTON ST., NEW YORK 


UNDERWRITING MANAGERS for 
THE UNITED STATES and CANADA 
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EXCESS COMPENSATION 
CASUALTY COVERS 


RAIN INSURANCE 


OHIO MILLERS 
MUTUAL FIRE INS. CO. 


Canton, Ohio 


Security Mutual Casualty Co. 
OF CHICAGO 


Assets $7,643,424 
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Are you anxious to secure a connection that will help 
you to render the 


MAXIMUM of SERVICE 





A sense of satisfaction and security will come to you 
and your clients if the 


MERCHANTS LIFE 


stands back of the policies that you place. 





Write Home Oftice 


concerning 


Attractive Agency Openings 





MERCHANTS LIFE INSURANCE COMPANY 


WILLIAM A WATTS, President 


Des Moines, Iowa 









































FEATURES IN 


THIS ISSUE 





New Commission Scale for E. U. A. 
Allen & Schmidt Agency Formed 
Georgia Compensation Rates Raised 
Report on Free Insurance 


Around the World With 
Archibald Agent 
Shenandoah Life Meeting | 
First Six Months of Casualty Business 











— 








AMERICAN AUTOMOBILE ASSOCIATION AGAINST 


COMPULSORY INSURANCE 
Officials Declare It Would Breed Recklessness and Thwart 


Safety 


COON ASHINGTON, D. C., August 2—Compulsory 


*, Va 
5 


automobile liability insurance would cost the 
car owners of the country $300,000,000, and, 
instead of reducing accidents, would thwart 
safety work and breed recklessness, it is de- 
clared by officials of the America. .\utomo- 
bile Association. The organization has just 
completed an investigation of the question extending over 
several years. 

Designating the demand for compulsory insurance as being 
based on a “fallacy,” the association declares that “When in- 
surance is arranged for, the feeling of liability on the part of 
the individual is lessened. No insurance can prevent suffering 
or restore life. No doubt, a great many motorists who are 
insured feel that, because of their insurance, they need not 
exercise so much care while driving. 

“If the state guarantees to pay everybody who is hurt on 
the roads a_ stipulated indemnity, the reckless and irre- 
sponsible can go the limit with no fear of anything but crimi- 
nal responsibility. 

“That there is a crying need for some drastic action to re- 
duce automobile accidents cannot be denied. It is not to be 
wondered at that legislative bodies, civic organizations and 
good citizens generally are deeply concerned in finding a rem- 
edy. But it is a source of wonder that the latest medium pro- 
posed contemplates indemnity for the injured. Instead of 
making a real effort to enforce ample speed laws and traffic 
statutes and ordinances, it is proposed to let the carnage go on, 
seeing only that the heirs of the dead are provided for in a 
material sense and that the maimed and the injured are as- 
sured monetary compensation.” 

It is declared that insured car owners now pay approxi- 


Work 


mately $100,000,000 a year in premiums, which would be in- 
creased to $400,000,000 tinder compulsory insurance laws. At 
the present ratio, only about one-twentieth would be paid back 
in damages. 

The scheme is also attacked as “inevitably degenerating into 
state insurance and being an entering wedge for state control 
of every other business.” It is also declared that it would 
tend to increase insurance rates because it would do away with 
the principle of selective risks. 


SuBJECT LIKELY TO COME BEFORE CONGRESS 

Insurance officials of the District of Columbia are opposed 
to compulsory automobile insurance, it is shown by the annual 
report by Superintendent Thomas M. Baldwin, in which he 
points out that this subject will probably come before Con- 
gress in the near future. The experience of States about to 
adopt this insurance, it is pointed out further, indicates that 
there is much to be learned about it before it can be made 
effective; further, the situation which complsory insurance 
seeks to correct properly lies with the courts and not the in- 
surance companies, it is asserted. 

“Massachusetts has a compulsory automobile insurance law 
which goes into effect January, next, and which is causing no 
little concern to that State,” it is explained by Superintendent 
Baldwin. “Up toa very recent date no agreement has been ar- 
rived at as to adequate rates.” 

It is the opinion of those who have made a very close study 
of this question that the solution is not with insurance compa- 
nies but with the police court. Jailing reckless drivers for long 
sentences, it is believed, will do more to reduce accidents than 
any other method possible. 
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EEING things! There, seated in the lobby of the Went- 
worth Hotel in Sydney, Australia, was Big Bill of a New 
York contemporary. “Shades of Maiden Lane, William 

and Fulton streets—how come?” said we, rejoicing at seeing 

an old friend and fellow scribe. 

Big Bill’s surprise was equally great and he, too, wanted to 
know how come, wherefore and what not. We gave him a 
cigarette before he could ask for one—a habit of his—thought 
of the good scotch we would soon be having together and sat 
down. ‘“We’re accompanying Archibald Agent on his trip 
around the world in twelve weeks—old D. T. Necker, of Necker 
& Runn, who’s writing a book, “Phe World’s Insurance,’ sent 
and are writing special articles about the insurance 





him out 
situation in the different countries we visit. Already have been 
to the Philippines and Japan, Great trip if only—’’ We stopped 
short, thinking of Pauline’s distracting influence. 

“What's the fiy in the ointment?” asked Big Bill, in that 
direct way of his. 

“Oh, Arch ran into a widow- 
from the Philippines to Japan; eaclr fell for the other with a 
resounding thud; and as she has nothing but time and money 
to spend, she’s doing the world in twelve weeks with us. Just 
left them out at Cootee Beach, where Pauline, in a one-piece 
pea-green bathing suit, has made everyone remove their smoked 


a blonde widow—on .our way 


glasses.” 

“One of these mysterious, wandering widows of the Far 
East, eh?” questioned Bill, with a reminiscent, far-away look 
in his eyes. “Watch out for them, old boy. This part of the 
world is the happy hunting grounds for the clever—might as 
well say it—adventuress.” 

Pauline—an adventuress! With her silly prattle? Ridiculous! 
“You see, Bill, she just gets in the way. Now I’ve got to get 
my story off tonight and Arch had promised to come back with 
me this afternoon to compare notes before clicking my story 
over the cables, but Pauline pouted and begged him to stay out 
there. So now I’ve got to go to Arch’s room, ransack his desk 
for his letter to old D. T.—and next to a hen’s scratches comes 
his writing.” 

“Go up and get it and we'll figure it out together,” suggested 
Big Bill. “Meet me in fifteen minutes. Got to see my wife, 
anyway ; she’s on a concert tour out here.” 

We finally found the letter under Arch’s bureau, where a 
breeze had conveniently placed it... Fifteen minutes later, Big 
Bill was helping us decipher the following: 

Dear D: T.: 


This is a great country for Australias and rich tourists. “Australia 
for Australians” is the business cry. It is even difficult for British 


companies to do business out here and most of the foreign insur- 


ance companies are having a most difficult time. They say it takes 
about ten years of the hardest sort of struggle and competition for an 


insurance company, other than of the country, to make any sort of a 


AROUND THE WORLD WITH ARCHIBALD AGENT 


He Finds Australia a Hard Nut for Foreign Companies to Crack 


———====:,] 


headway. New York Life, with all its money and push, were out here, 
but finally sold their building and boarded ship, humming “Home, Sweet 
Home.” The National and the Home Fire Insurance companies are the 
two American companies making the best go of it, yet [ understand jt 
is nothing to lay awake nights thinking about. The Australian fire 
companies also write marine and all lines of casualty. 

Here in Australia, there is a system of “directors.” 
a company official, but an influential business man who can direct business 
a company’s way and he gets a commission on all business done. A 
company’s list of directors has to be submitted to the insurance authori- 


A director is not 


ties for approval. 

All brokers out here are licensed and limited in number, there being 
only about one hundred and fifty brokers and their profession is a very 
coveted one. While the comparison won't hold water in all particulars, 
becoming a broker is almost as difficult as becoming a member of the 
New York Stock Exchange. The brokers employ solicitors. 

Insurance business is divided into two sections—Big City business and 
Country business. There is an agent for each big city and he appoints 
sub-agents in the country business sections. Inspections are made fre- 
quently from the metropolitan areas and the tariff rates are well adhered 
to. Rates vary in different states, each state having its own Tariff Body. 

The Australians have an interesting system of long term credit 
Premiums can be paid over a period of six months. Even though the 
insurance companies extend this long credit, premiums are almost in- 
variably paid. The insured is covered as soon as the policy is issued. 
The companies issue “cover notes,” like our binders, and from the date 
issue of the cover note, the insured is protected, even though he won't 
pay the premium for five or six months later. 

Taxes are steep here. There are both Commonwealth and State taxes, 
and taxes are applied against both corporations and individuals, the bulk 
of the taxes coming from the individuals, because this is still a pioneer 
country and most men are on their own. For some tax examples, I'll 
take New South Wales. There a company writing workmen's comper- 
sation must make a deposit of 6,000 pounds as a minimum with the 
state. If it should write some workmen’s compensation insurance for 
10,0co pounds premium, then the company must put up 10,c00 pounds 
in cash or in state or commonwealth securities. Some of the other taxes 
are: The stamp duty of 4 pence for every 100 pounds, calculated on the 
sum insured in a fire policy; on accident, 1 shilling assessed for every 
100 pounds. These taxes are paid by the insured to the state. 

The only thing American out here that one sees is the automobile and 
American automobiles are found everywhere. Chevrolets, Fords and 
Dodges seem to be the most popular. Of course, they sell pretty high, 
because of import duty and freight charges. 

We are off for India tomorrow and here’s hoping we'll find lots of 
interest 10 write about from there. A personal, chatty letter pretty soot. 
May have some Big News to tell you.” 

“ARCH.” 


“Wonder what the ‘big news’ will be?” muttered Big Bill 
We didn’t have time to answer, for that instant Arch, with 
the Big News clinging to his arm, entered the lobby. “There's 
Arch and” Big Bill stopped short. “And with him is Deidre 
Doyle—or her double. Almost sure I saw her down in Havana 
last spring, leading them all a merry dance. Is she this ‘Pauline 
Saker?” We nodded and noticed that she abruptly left Arch 
and was hastening towards the elevator. “Did you see the look 
she gave me? Of course, I may be mistaken... .” 
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Tue Spectator, established in 1868, is a weekly 
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eign countries in the Postal Union, Five Dollars. 
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THE EASTERN UNDERWRITERS 
ASSOCIATION 

HE change in the plans of the pro- 
posed Eastern Underwriters Asso- 
ciation in reference to the rate of com- 
mission, gives room for considerable spec- 
ulation both as to the possibility of the 
Association becoming a fact and as to the 
outcome of the plan in case it is eventu- 
ally put into actual use. 
plan seemed to have a fair prospect ot 


The original 


success among the companies but it met 
with instant opposition from the agents, 
opposition that developed rapidly and 
gained such strength as to convince the 
committee of company that 
some substitution or must 
be adopted. The present -plan, as out- 
lined in the news columns of this issue of 


executives 
modification 


THE Spectator is, therefore, a compro- 
mise, and one which leans strongly to the 
desires of the agents, as nearly as they 
The fact is that 
there are about as many views on the 


could be determined. 


subject as there are companies and agents 
and any plan which wins final approval 
must of necessity smack strongly of com- 
promise. The territory which this organi- 
zation proposes to cover is exceedingly 
rich. The business it produces is of the 
best. The companies can afford to pay 
a good price for it. No company presi- 
dent desires to sign away his independ- 
ence in such a territory without strong 
assurance in his own mind that he can 
retain his share of the business. The 
plan now offered has the great disadvan- 
tage of being untried in any field. What 


companies, then, want to try it in the most 
important of all the territorial divisions? 
On the 
charge is a representative one, the com- 


other hand, the committee in 
panies that have already signed are repre- 
sentative companies, and therefore there 
is room for the thought that some of the 
companies holding off do so in hope of 
this 
there are probably companies which, 


personal advantages. As against 
through their underwriting policy, have 
large percentages of certain classes of 
business and would find the plan forcing 
them to change their underwriting plans 
or lose business. 

There are probably company officials 
who are wondering whether it was a good 
plan ever to confer with the agents. A 
plan had been found which was agreeable 
to the companies, then why not carry it 
out and let the agents make the best of it? 
The strength of the opposition by the 
agents is ample evidence that such a plan 
would little but 
trouble and an association hardly stronger 
than the present Eastern Union. No 
governing body could stand firm against 


have resulted in else 


the united opposition of the agents. 
Out of all the welter of 
opinions the committee in charge has 


ideas and 
formulated a plan which is reasonably 
For that the chairman and 
commendation. 


acceptable. 
members deserve high 
Their task has been far from an easy 
one; in fact, it must have proven ex- 
ceedingly trying. It has involved a tre- 
mendous amount of work. Nor is the end 
yet in sight. Many weeks of diplomatic 
persuasion are before them before suc- 
cess can possibly crown their efforts, if 





it ever does. 
Virginia Commission Organizing 

RicHMoND, Va., August 3.—The commission 
of five appointed by Governor Harry F. Byd 
under legislative act to investigate insurance 
rates charged by companies other than life and 
bonding met here for organization purposes 
yesterday. Dr. J. A. Chandler, president of 
William and Mary College, was elected chair- 
man. Commissioner of Insurance Joseph But- 
ton appeared before the commission and as- 
sured the members that his department would 
render any assistance possible. 

Hearings will begin in October and will be 
open to the public. Fire rates will be investi- 
gated first, and then compensation rates. Com- 
panies will be allowed to have representatives 
present at the hearings. 

It will be recalled that this legislation was 
influenced by the recent rate raises in the ter- 
South-Eastern Underwriters 


ritory of the 
Association. 





JOINS GREAT AMERICAN INDEMNITY 


William Hamilton Becomes Assistant 
Vice-President 


President Jesse S. Phillips of the Great 
American Indemnity Company announces the 
appointment of William Hamilton as assistant 
vice-president in charge of compensation and 
liability underwriting in the place of H. J. 
Aldrich, resigned. The change will be effec- 
tive as of August 10, 1926. 

Mr. Aldrich, who resigns for purely per- 
sonal reasons, will return to the home office 
of the Massachusetts Bonding and Insurance 
Company at Boston, Mass. 

Mr. Hamilton was born in Scotland in 1890, 
but received his country, 
where he completed his high school course and 
had two years’ training in mechanical engineer- 
ing at New York University. His experience 
in compensation and liability underwriting 
dates from 1913, when he joined the staff of 
the Ocean Accident and Guarantee Corpora- 
tion as an inspector. A year later he became 
affiliated in a similar capacity with the Trav- 
elers Insurnce Company at the company’s 42nd 
Street Branch Office in New York city. Con- 
tinuing in the service of the Travelers Insur- 
ance Company until 1918, he was for a time 
in charge of the local rating department and 
later became an underwriter. 

In 1918 Mr. Hamilton became manager of 
the New York office of the Continental Cas- 
ualty Company under Resident Secretary 
Ketcham. When this company discontinued 
the transaction of casualty insurance through 
its New York office, Mr. Hamilton joined the 
home office staff of the Ocean Accident and 
Guarantee Corporation as an underwriter in 
the compensation and liability department. He 
retired from this position in 1922 to become 
assistant to Second Vice-President Martin of 
the Independence Indemnity Company at the 
inception of the business of that company. He 
has continued with the Independence Indem- 
nity Company in general supervision of its 
workmen’s compensaton, employers’ liability, 
miscellaneous public liability and property dam- 
age and automobile underwriting until the pres- 
ent time. He resigns as of August 10 to as- 
sume his duties with the Great American In- 
demnity Company. Mr. Hamilton, as can be 
surmised from the above, is excellently quali- 
His experience has 


education in this 


fied for his new position. 
been long and varied. 


Committee Chairman of Life Underwriters 
of New York 

W. R. Collins, president of the Life Under- 
writers Association of New York, announces 
the appointment of chairmen of the following 
committees Executive, P. M. Fraser: business 
practice, G. C. Wuerth; reception, Russell M. 
Simons; legislation, Julian S. Myrick; sales 
congress and banquet, Robert L. Jones; mem- 
bership, J. D. Bookstaver; entertainment, 
Charles Donnelly; New York University, E. J. 
Sisley; budget, George A. Smith; auditing, R. 
H. Mackay; convention, J. P. W. Hartz: edu- 
cational, Ralph Engelsman. 
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WASTE 


The first great problem with which the human race forever struggles is how to live as long as possible 

To live at all humanity must fight disease, from birth. 

The advance made into the éerrain of this common enemy in recent years, chiefly through discoveries 

in pure science, makes a story more thrilling than Stanley’s journey across the Dark Continent, more 

romantic than Amundsen’s flight over the Top of the World. 

Whatever science is now saving through a better longevity has hitherto been waste, but a waste mankind 
an the mass could not control; it could however and, in a limited way, now does, avoid utter waste through 
co-operation. 

Outside of disease there are other enemies to be overcome. 

Amongst these enemies are: 

Ignorance; 

War; 
Bad Sociological programs; 
Lack of a proper sense of individual responsibility; 
Lack of appreciation of the value of human life, the only real value in the world. 

ALL THESE ARE CONTROLLABLE ENEMIES 
The battle of science against disease helps; it lengthens life, but does not solve the problem. 

The battle against the controllable enemies is the great current, always present battle. 

Ignorance and war with resultance maladjustments, are man’s arch enemies, the great cause of waste. 

Human life, the only real value, is now constantly snuffed out by its controllable enemies leaving 
liabilities and not assets. Intelligent co-operation can prevent that. 

Every life is an asset to everybody if it is not wasted. 

War with its hideous waste seems as yet uncontrollable. But in the long run ignorance is a deadliet 
foe than war. 

Premature death from disease, which happens in spite of all scientific knowledge, is without a specific 
plan to meet it, sheer waste. 

Premature death from war not only destroys values and disrupts life plans but leaves debts for other 
people to pay; even that monstrous waste can be adjusted, through co-operation, so as to be really less 
burdensome. 

Premature death from any cause usually means helpless wives and mothers, children either half edu- 
cated or educated in crime, all at the expense of society. 

The value of a life can be in part replaced by cash through co-operation; that helps the taxpayer: 
liquidates liabilities and gives children a chance. 

While humanity is struggling to eliminate disease, to eliminate the rivalries of nations, rivalries in 
business, the blunders of ignorance, rivalries in the churches, and the cruelties of the strong, lifting the 
burdens imposed on society by the lazy and the incapable, Life itself (individuals, men, women, children) 
must, in order to preserve its great but fugitive value, organize intelligently; it must -express itself in 
current values, must through co-operation translate itself into bonds, mortgages, real estate and cash. 
That sounds materialistic; but there is no other even partial equivalent for the intangible personality 
which, living, is of immeasurable value and eliminated without a program which in part replaces it, be- 
comes worth less than nothing. 

How to do all that as against both kinds of waste, the controllable and the uncontrollable? 

Did you say Life Insurance? 

Of course you did. 

LIFE INSURANCE IS A MILITANT, AN ORGANIZED CRYING OUT TO HUMANITY 
TO STOP WASTE. 

IT HAS AS YET CAUGHT UP OUT OF THE NIAGARA OF WASTE ONLY A FEW BILLION 
DOLLARS OF THE INEXPRESSIBLE BILLIONS THAT HAVE FOR AGES RUSHED INTO 
THE OCEAN OF WASTED VALUES. 

Life Insurance is the first business in the world, first in its moral appeal, first in its scientific processes, 
first in its fight against life’s enemies, first in its correction of maladjustments, first in eliminating waste, 
almost first now in its accumulations. 

Ask at one of Branch Offices about this Company. Learn how you can eliminate waste; how you 
can serve yourself and your neighbor as well. 


NEW YORK LIFE INSURANCE COMPANY 


DARWIN L. KINGSLEY, President. 
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SEVENTY=FIFTH 
[ANNIVERSARY 


Phoenix Mutual Life Plans Big 
Agency Meeting 








PROMINENT SPEAKERS OBTAINED 





Hot Springs Selected for Celebration— 
Immediately Precedes Atlantic City 
Meeting 
The Phoenix Mutual Life Insurance Com- 
pany, of Hartford, Conn., will celebrate its 
seventy-fifth anniversary with a convention at 
Hot Springs, Va. from September 12 to the 
15. It’s the company’s Diamond Jubilee and 
every effort is being put forward to make the 

convention its biggest and best. 

Many interesting sessions of the conven- 
tion will be built around the interesting topic, 
“The Skilled Workman.” The headline speak- 
ers of the convention will be O. B. Andrews, 
president, the O. B. Andrews Company of 
Chattanooga, Tenn.; Bruce Barton, of Barton, 
Durstine & Osborn, New York; John Marshall 
Holcombe, manager, Life Insurance Sales Re- 
search Bureau at Hartford; Henry H. Kohn, 
president, Morris Plan Insurance Society, of 
New York, and Dwight Mead, manager, Pa- 
cific Mutual Life Insurance Company, of 
Seattle. 

Between business sessions there will be 
plenty of opportunities to indulge in sports of 
all sorts—tennis, riding, swimming, etc. 

Special topics for discussion during the busi- 
ness sessions will, of course, be centered 
around “The Skilled Workman” and will deal 
with such subjects as: “His Job,” “His Morn- 
ing Hours,” “His Effort for Consecutive 
Weekly and Monthly Sales,” “His Use of 
Company’s Financial Policy,’ “His Use of 
Standard Selling Talks” and “His Policyhold- 
ers,” 

Plans for the convention are rapidly being 
completed by the various committees under the 
guidance of James A. Whitmore, chairman of 
the general committee. Final arrangements 
will shortly be announced and Mr. Whitmore, 
in the meantime, welcomes any and all sug- 
gestions, 


New Life Company in Nebraska 
Omana, Nes., August 2—The Cosmopoli- 
tan Thrift Association of Lincoln, Neb., has 
recently been incorporated and been licensed 
a a mutual legal reserve life insurance com- 
pany, after having operated as a savings so- 
ciety for sometime in Lincoln. Under the new 
charter the company issues a membership cer- 
tificate, which carries $150 endowment insur- 
ance for each unit, with a limit of twelve units 
to be written on any one risk. The annual 
deposit for all ages is the same per unit. A 
flat charge for expense is deducted, the neces- 
‘ary amount is set aside for legal reserve, and 
the balance placed in the investment fund to 
accumulate as endowment. C. H. Roper is 


President, and Jack Mathews, chairman of 
the board. 








E. A. WOODS SETS BIG OBJECTIVE 


Expects to Write $100,000,000 in Year 
1930 


In keeping with his belief that plans and 
objectives are major factors in successful life 
underwriting, two years ago at the Annual 
Educational Conference of the Edward A. 
Woods Company, Edward A. Woods of Pitts- 
burgh announced an objective of $100,000,000 
of paid business to be secured in 1930. This 
was unanimously endorsed by the five hundred 
underwriters in attendance at that meeting. 

In July of this year at a similar confer- 
ence, two years after the announcement of the 
six-year program, the securing of this $100,- 
000,000 had been accomplished, the exact fig- 
ures being $100,643,938—and this at the end of 
the first six months of 1926. 

Seeking greater to conquer, Mr. 
Woods came to this vear’s conference with a 
new objective—$100,000,000 in paid ordinary 
business to be secured in the year 1930. 

Carefully scanning the records for the past 
ten years, his statistician estimates the prob- 
able yearly future business to be $63,000,000 
paid ordinary business in 1927; $73,000,000 paid 
ordinary 1928: $85,000,000 paid 
ordinary business in 1929. And in 1930 the 
Woods Company’s main objective will be— 
$100,000,000 of paid ordinary business. 

When it is considered that the business of 
the Woods organization is produced exclu- 
sively by its own agents, brokerage business 
not being accepted, the achievement is all the 
more remarkable. 


worlds 


business in 


George Loesch Agency Joins With Hart 
& Eubank 


The George Loesch Associates have been 
organized by former members of the staff of 
the Metropolitan department of the Manhattan 
Life Insurance Company, of which George 
Loesch was manager for over 12 years, fol- 
lowing the termination on July 31 of his ser- 
vice with the Manhattan Life. 

Mr. Loesch and his entire staff comprising 
the Associates have, as of August 2, joined the 
Hart & Eubank general agency of the AEtna 
Life in New York city and will represent the 
7Etna group, with headquarters at 100 William 
street, New York city. 


Kansas Life to Enter South Dakota 

ToreKA, Kan., August 2—Dr. F. M. 
Scholle, secretary and general manager of the 
Kansas Life Insurance Company, of Topeka, 
has announced that the South Dakota Insur- 
ance Department has issued a certificate of au- 
thority to the Kansas company to write busi- 
ness in that State. J. D. Rice of Sioux Falls 
has been named as general agent for the com- 
pany, with headquarters at Sioux Falls. His 
office will be at 204 Minnehaha building. This 
is the sixth State into which this company has 
been admitted and during the present week 
application is being made for admission of 
the company into Iowa. 
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WILL WRITE NON=MEDICAL 





George Washington Life Enters 
Field 





NEW INCOME POLICY 





Company Expects to Close Year With 
$26,000,000 of Life Insurance in 
Force 
The George Washington Life Insurance 
Company of Charleston, W. Va., has decided 
to write life insurance on the non-medical plan 
for both men and women on amounts not ex- 
ceeding $2000 on one life and on ages from 
15 to 45, inclusive. The plan has been accepted 
by the company’s agents with enthusiasm and 
the company is now receiving many applica- 

tions for this class of insurance. 

The company now requires but one medical 
examination on risks up to and including $25,- 
000; applicants, however, for insurance over 
this amount are required to undergo two 
examinations on different days by different 
doctors, all in the usual way. 

The George Washington Life Insurance 
Company has also issued a new plan of monthly 
income policy, maturing at ages 50-55-60-65-70 
or 75. Waiver of premium and monthly in- 
come disability benefits are granted with this 
plan. 

The company has, during the past two years, 
been conducting a review of its agency policy, 
its lapse and termination rate and has been 
directing most of its energy to a campaign of 
education and enlightenment. among its agents, 
that they may better understand home office 
problems and by co-operation with the man- 
agement, aid in reducing agency cost, lapse 
and termination ratio amd build up a policy- 
holding body of substantial, thrifty members 

It is expected that the company will close 
the year with $26,000,000 insurance in force. 

President Harrison B. Smith has appointed 
Cleveland F. Milair supervisor of agents. He 
is the eldest son of Ernest C. Milair, vice- 
president and treasurer, who is also the director 
of agencies for the company. 


Stanford Wright Not to Become Generai 
Agent of Sun Life 

Stanford Wright. of Boston, will continue 
as the general agent for the John Hancock 
Mutual Life and will not become general agent 
in Massachusetts for the Sun Life of Canada. 
Mr. Wright was listed as “agent of record” 
for the Sun Life in the legal preliminaries 
regarding the company’s admission to Massa- 
chusetts and this is what caused the error in 
reports. 


To Entertain Agents 

The A. W. Crary Agency of Fargo, State 
agency in North Dakota for the Northwesterr 
National Life of Minneapolis, will be host ‘te 
35 North Dakota and their wives at 
a convention and week’s outing to be held at 
Millers Cottage Inn on Lake Le Homme Dieu 
near Alexandria, Minn., early in August. 


agents 
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INTER-SOUTHERN LIFE — 


oe In all the Realmof P repessedna 


Next to 
ENNSYLVANIA 
“THE ROCK OF AGES” 
racin Comes the Bulwark of Life Insurance 
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The Inter-Southern Life affords those who are looking about for their 


life work a three-fold profit for everything they do. 
TENNESSE 
co oe A Profit in Money. 


A Profit in Service. 
A Profit in Gratitude. 



















If you have vision, 
If you believe in yourself, 
If you believe in earnest effort 











then in this territory of ten states, somewhere there is a place and a 
plan for you with this Company. 


Inter-Southern Life Insurance Co. 
Louisville, Ky. 
Is A Good Company 





Clean - Strong - Progressive 







































Royal Union Life 


Insurance Company Life Underwriter ? 









One who executes and delivers a life insurance 


we Se 










































Des Moines, Iowa C3 policy. In other words, a person whose business it 
res is to offer the known benefits of life insurance to 
STRONG AND PROGRESSIVE ap individuals, to corporations, to partnerships, etc. 
Key But further, the life underwriter is one who must 
na convince those clients of the benefits offered. This 
ik means stimulating contact with human character | 
| 4 and with large affairs. Some underwriters prefer | 
iN the game of character and deal mainly with indi- | 
Paid to Policyholders, ey viduals, Others prefer affairs. To them is open 
aa _$21,000,000.00 5) the great field of business insurance. 
ti Furthermore, the business of life underwriting pays 
a es highly for initiative and ability. 
Dec. 31, 1925...... .$148,281,904.00 HAN And still more, the life underwriter offers to his 
i clients a commodity which has no risk in it, does 
in not deteriorate, and adds no burden of mental 
i worry. The life underwriter sells absolute security, 
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NEW GENERAL AGENCY 


E. W. Allen Takes Leading Producer 
of New England Mutual into 
Partnership 


ALLEN & SCHMIDT NEW FIRM NAME 


Last Branch Office of Boston Company 
Discontinued Under New Arrange- 
ment—Both Men Successful Un- 
derwriters 
Edward W. Allen, 
branch manager in New York of the New Eng- 
land Mutual Life Insurance Company, of 
Boston, has announced a new arrangement 
with the company whereby he will, as of Sep- 
Associated 


for seventeen years 


tember 1, become general agent. 
with him will be H. Arthur Schmidt, leading 
personal producer of the agency and also of 
the company. The new general agency will 
operate under the firm Allen & 


It will occupy the same offices as 


name of 
Schmidt. 
did the former branch office, at 217 Broadway. 

Mr. Allen joined forces with the New Eng- 
land Mutual as branch office manager seven- 
teen years ago, and is the last man to hold 
that office with the company which had pre- 
viously converted all the other branch offices 
to general agencies. The office is said to be 
the oldest in New York city, having been in 
continuous operation for a period of over 60 
years. At the time of Mr. Allen’s appoint- 
ment it was producing about one and a half 
new insurance a year. It has 
grown steadily until it is now doing a business 
of about eight million a year and is larger 
than all of the other general agencies of the 
New England Mutual in New York put to- 
gether. 

H. Arthur Schmidt, although only 31 years 


millions of 


of age, has taken his place as the leading per- 
sonal producer of the New England Mutual. 
H joined Mr. Allen’s office eleven years ago 
and 
that time. 


improvement during 
He is now writing at the rate of 


He does 


has shown steady 


one and a quarter million per year. 





Epwarp W. ALLEN 





JEFFERSON STANDARD TO INCREASE 
CAPITAL 


Company Will Become a Million Dollar 
Organization 


Greensgoro, N. C., July 29.—Stockholders 
of the Jefferson Standard Life have author- 
ized an increase in the company’s capitaliza- 
tion of $300,000, which will bring the paid- 
in capital to $1,000,000. 
organized at Raleigh, and began business in 
August, 1907, with a paid-in- capital of $250,- 
000. This was increased to $350,000 in 1912, 
when the Jefferson Standard was moved to 


The company was 


Greensboro, and was merged with two other 
companies, the Security Life and Annuity, and 
the Greensboro Life. The capital was again 
increased in 1922 by a stock dividend of 50 
per cent. 


Form New Agency for Equitable of lowa 

Two well-known life insurance men, Joseph 
John Keon and Julian Oliva, joined forces and 
opened offices last Monday on the twenty-sec- 
ond floor of the Woolworth Building under the 
firm name of the Keon-Oliva Agency. Their 
agency will represent the Equitable Life of 
Iowa, of which Hoey, Ellison & Wendt, Inc., 
are the general. agents for Greater New York. 

This new agency marks the rapid expansion 
of the Equitable Life of Iowa and makes the 
fifth agency office opened by Hoey, Ellison & 
Wendt, which corporation organized 
earlier in the year. Both men are well and 
favorably known in the life insurance busi- 
ness in New York city. 


was 


not do this on large cases but writes about 125 
‘sa vear with an average policy of approx- 
$10,000. Mr. Allen is very proud of 
Mr. Schmidt’s success and his recognition as 
one of the most successful of the younger life 
insurance agents in New York city. 

Mr. national and 
local and is a former 
president of the Life Underwriters Association 


of New York. 


Cas 


imately 


Allen is well known in 


life insurance circles 





H. ArtHur SCHMIDT 
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AGENCY SESSION 


Shenandoah Life Representatives 
Gather at Home Office 

GROUP INSURANCE SUCCESSFUL 

Recently Established Department An- 
nounces Gains—Entertainment of 
High Order Provided 

Over two hundred field representatives of 
the Shenandoah Life Insurance Company at- 
tended the annual agency convention at the 
home office of the company in Roanoke, Va., 
Friday and Saturday of last week. Friday 
morning was occupied with a business meeting 
n the auditorium of the chamber of commerce. 
An address of welcome was made by R. H. 
Angell, president. The response from the 
field force was made by Major C. R. Morgan, 
State manager for West Virginia. Inspira- 
tonal talks were made by ex-Governor E. Lee 
Trinkle, vice-president; W. L. Andrews, secre- 
tary-treasurer; F. C. Collings, assistant secre- 
tary-treasurer; Dr. J. H. Dunkley, medical di- 
rector; L. St. J. Thomas, auditor; J. Brookes 
Smith, actuary; C. W. Estes, State manager 
for South Carolina; W. H. Bass, State man- 
ager for Maryland, and John W. Wright, re- 
cently appointed field supervisor. 

Followng these talks there was a round- 
table discussion during which many problems 
of the field men and the latest developments of 
home office and field organization was brought 
up and discussed. Many of the agents made 
short, peppy talks at this time. 

The meeting adjourned at one o'clock and 
the agents and the home office employees were 
the guests of the company at a luncheon served 
immediately afterward. The musical program 
included a violin solo by Mrs. E. Lee Trinkle. 

Officials announced that the company now 
has over fifty millions of insurance in force. 
It was also announced that an agreement has 
just been effected whereby members of the 
Baltmore, Md., police force will be insured 
under a group policy. Over three millions of 
life insurance is involved. The company be- 
gan writing group insurance about two years 
ago and has been very successful in this line. 
The group division is under the supervsion 
of A. W. Duke, who has been with the com- 
pany several years as a field supervisor. 

Friday afternoon was given over to an out- 
ing at Lakeside, where the agents, their guests 
and the home office employees swam and played 
until 6 p. m., when an old-fashinoed picnic 
dinner was served. This was followed by a 
dance in the evening. 

Saturday morning there was a brief  busi- 
ness session at the home office, after which 
the entire party left in automobile for Natural 
Bridge, where luncheon was served. Prizes 
ranging from $5 to $30 in gold were given 
to the agents. The luncheon was followed by 
a motor trip through the historical Shenan- 
doah Valley, where many points of historical 
interest were visited, including the Lee and 
Jackson shrines. 









Life Insurance 








Life Companies Complete 
Organization 

ToreKA, Kan., August 2.—The two new life 
insurance companies organized in Topeka last 
month are getting ready to transact business 
promptly and take advantage of whtever pros- 
pects the fall and winter business conditions 
may bring forth. The Legal Reserve Life 
Company completed its final organization last 
week with the election of William Dorff as 
president and Fred Coe as vice-president. This 
company has a capital of one hundred thousand 
dollars and will have a surplus of fifty thou- 
sand dollars when it applies for a certificate 
of authority to transact business. The stock 
is now being placed and when the organization 
is completed it will have this amount of cap- 
ital and surplus in actual cash and securities. 
The stock is not to be sold with policies, this 
being a strictly old line stock life insurance 
company. 

The Guarantee Reserve Life, which Charles 
Dingman is promoting, has obtained authority 
to sell 7500 shares of its stock from the State 
Blue Sky board in connection with its policies 
of insurance. Each of the promoters has sub- 
scribed to $12,500 worth of stock and the 
shares to be sold with policies are to be sold 
on a basis of two and one-half times the par 
value. This will give the company a capital 
of one hundred thousand dollars and a surplus 
of $65,000 after the promotion expenses have 
been paid and the commission paid to the agents 
who sell the stock and policies.” 


New Kansas 


Delegates to International Cnvention 

Ricumonp, Va., July 31.—Ralph P. Harri- 
son, president of the Richmond Life Under- 
writers Association, has announced the appoint- 
ment of the following delegates and alternates 
to represent the Richmond Association at the 
Atlantic City meeting of the International 
Convention in September. Delegates—B. I. 
Chapman, Maryland Life: G. W. Diggs, Penn 
Mutual; R. P. Harrison, Union Central; Jesse 
A. Hood, Equitable Life of the U. S. A.; Wil- 
liam F. Revnolds, Prudential; N. D. Sills, 
Sun Life of Canada, and A. O. Swink, Atlan- 
tic Life. Alternates—R. B. Augustine, Mu- 
tual Life of New York; J. ‘C. Bristow, Home 
Life of New York; T. Pryor Campbell, Na- 
tional Life of Vermont; Arthur Levy, Atlantic 
Life: W. T. Nolley, Northwestern Mutual; 
E. H. Perkins, Provident Mutual, and C. T. 
Thurman, Mutual Benefit. 


Union Central’s New Louisville Agency 

The Union Central Life Insurance Company, 
of ‘Cincinnati, announces that a partnership 
has been formed between I. L. Rousseau, gen- 
eral agent at Louisville, and Joe Russell, well- 
known Louisville producer. The agency will 


hereafter be known as Rousseau & Russell 
Mr. Rousseau has represented the Union Cen- 
tral as a general agent in Louisville for 20 
years, and previous to that was connected with 
other companies for 20 years. Mr. Russell 
was a special agent for the Northwestern Mu- 
tual up to a few months ago. 


He is 46 years 
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HOMAS W. BLACKBURN, former sec- 
retary and counsel to the American Life 
Convention, betook himself to the Mediterra- 
nean during the late winter and early spring 
of this year. His trip included five days in 
the Holy Land. Just recently Mr. Blackburn 
has sent to his friends a pamphlet containing 
a series of letters which he wrote to relatives 
concerning that particular portion of his jour- 
ney. They display a truly remarkable knowl- 
edge of biblical history. Surely Mr. Blackburn 
must have been an excellent Sunday school 
scholar. Every foot of territory which he cov- 
ered seems to have recalled to him some in- 
cident recounted in either the Old or the New 
Testament. 
* Ok x 
ERHAPS as interesting as any of them is 
his letter setting forth the progress made 
since Great Britain was given a League of 
Nations mandate over Palestine in rehabilita- 
ting the country as a Jewish center. Mr. Black- 
burn is instinted in his praise of the British 
government for its work in this direction, and 
cites many interesting figures showing the eco- 
nomic development of the country. When it 
is realized, as Mr. Blackburn points out, that 
the whole area is smaller by considerable than 
‘he State of Rhode Island, the accomplishments 
appear really remarkable. He was most im- 
pressed by the new city of Tel-a-Viv, which 
adjoins Jaffa. It is the only wholly Jewish 
town in all the world, with a population of 30,- 
000, and it is comparable to any American city 
of that size in every respect. Mr. Blackburn 
describes it as a model in construction and ap- 
pearance, filled with well dressed, comfortable- 
looking folks. The city is sanitary, clean and 
attractive. In listing the industrial and bank- 
ing developments of the Palestine, we note 
that Mr. Blackburn makes no mention of in- 
surance companies, either life, fire, or casualty. 
* ok Ok 
Detroit, having failed to get the National 
Association of Life Underwriters in 1926, is 
after the 1927 meeting in real earnest. Ernest 
W. Owen, manager of the Sun Life of Can- 
ada, in Detroit, national committeeman from 
that city, notes that Memphis is also after the 
1927 meeting and has appointed a lady, Miss 
McCormack, to present the invitation. So, 
after felicitating her and pointing out that he 
recognizes in her a most formidable opponent, 
Mr. Owen states that he is very optimistic and 
has received many promises of support. As 
for that the same may be said of the cities of 
Memphis, and also of Dallas. However, if we 
were to do any betting, we would pick Detroit. 








old, and has been engaged in insurance field 
work for about two decades. 

Messrs. Russell & Rousseau are planning 
a vigorous campaign for new business in their 
territory, which includes Louisville and the 
Western part of Kentucky. 


Io 





Will Go Into Life Business 

Topeka, KAn., July 30.—Two Kansas health 
and accident companies are getting ready to 
increase their capital stocks and go into the 
life insurance business. The Peerless Life and 
Accident Company of Topeka has already ob- 
tained authority to increase the capital thirty 
thousand dollars and as soon as this is sold 
will seek another increase of a similar amount 
and later make a third increase to bring the 
capital up to one hundred thousand dollars, 
and as soon as this is sold will seek another 
increase of a similar amount and later make 
a third increase to bring the capital up to one 
hundred thousand dollars, the amount required 
to permit the company to write a complete 
line of life insurance. 

The Reserve Life and Accident Company of 
Arkansas City, formerly a Topeka company, 
also has its plans under way to make a com- 
plete jump of ninety thousand dollars in its 
capital and go into the life insurance field at 
once. Both companies have made the pre- 
liminary inquiries of the insurance department 
relative to the change in the plans of opera- 
tion. 

Both companies are what is known as burial 
companies. They write insurance up to five 
hundred dollars strictly upon the annual re- 
newable term basis without required reserves 
being set up for each policy. They write con- 
siderable amounts of industrial insurance at 
approximately the same rates as the Metro- 
piltan and Prudential companies. They also 
write large amounts of health and accident in- 
surance but the policies have small face value 
and there are no legal requirements. 


Alfred Hurrell to Speak Before Life Un- 
derwriters 

Alfred Hurrell, vice-president and general 
counsel of the Prudential, will speak before 
the International Convention of Life Under- 
writers in September at Atlantic City, his sub- 
ject being “The Company, the Agent and the 
Policyholder from the Standpoint of the 
Company.” The same topic, from the Cana- 
dian point of view, will probably be discussed 
by a prominent insurance executive of Canada. 
From the standpoint of the policyholder and 
the agent, the subject will be discussed by Con- 
gressman Martin L. Davey, of Ohio, and by 
Chester Fischer, general agent for the Massa- 
chusetts Mutual Life at Peoria, Ill. 


Insurance Institute of Toronto 

The Proceedings of the Insurance Institute 
of Toronto, 1925-1926, have been issued and 
make a book of 227 pages. In addition to lists 
of officers, committees, members, etc., there 
are the report of council; treasurer’s state- 
ment; the address of President R. Leopold 
Jones: papers by Dr. A. GC. McKay, Dr. J. 
W. S. McCullough, F. T. Stanford, L. D. 
Walker, J. B. Mabon, G. F. Michelbacher and 
R. Leighton Foster; a syllabus of examina- 
tion regulation papers; results of examinations, 
1926, and an index of papers read before the 
Institute during the sessions 1899 to 1925. 
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Northwestern National Plans Meeting in 
Yellowstone 


In August, 1927, to mark the attainment of 
a quarter billion of insurance in force, the 
Northwestern Nationa! Life, of Minneapolis, 
will hold a convention of its agents in Yellow- 
stone Park. A contest for qualification has 
just been announced which is unique in life in- 
surance in that it considers not only the pro- 
duction of paid-for business, but practically 
every phase of an insurance agent’s work. 
Points will be given for form of settlement, 
low lapse ratio, reinstatement, term conver- 
sions, and for exceeding previous production 
records. 

The correct appraisal of the value of an 
agent to his company involves these factors in 
addition to that of the acquisition of new busi- 
ness, and in this contest Northwestern Na- 
tional has attempted to assess a value on each 
of them. The contest has been worked out on 
an annual premium basis with proper adjust- 
ment for semi-annual and quarterly premiums. 

This convention will be the first ever held 
away from the company’s home office. Ex- 
cept for those from points west of Minneap- 
olis, the agents who qualify will meet at the 
home office and travel by special train to Yel- 
lowstone. The entire trip, including the three 
day gathering in the park, will take a week. 

To qualify for the trip an agent must write 
at least 25 applications on separate lives and 
must earn an aggregate of 1200 points. If 
2100 points are earned, the expenses of the 
agent’s wife will be paid. Special rules will 
be applied to new agents, so that they will not 
be handicapped by the fact that old agents can 
earn points for low lapse ratio, etc., and to 
take into consideration the fact that they have 
less than a year for qualification. Special 
honors will be accorded the ten leaders. All 
full-time agents are eligible to compete. 


Jefferson Standard Appointments 


In order to take care of the increasing busi- 
ness in the Western part of North Carolina, 
the Jefferson Standard Life Insurance Com- 
pany, of Greensboro, N. C., has opened an of- 
fice in Asheville. I. H. Gantt, former man- 
ager at Gastonia, N. C, will be in charge of 
the new office. Miss Ella M. Glasbrenner is 
to be cashier. Mr. Gantt’s territory comprises 
eighteen counties in the “Land of the Sky.” 
This new office in Asheville brings the total of 
branch offices operated by the Jefferson Stand- 
ard up to seven. 

Another branch office recently opened is at 
Albuquerque, N. M., with Dr. Douglas B. 
Wood as manager and Miss Gail Strahan the 
cashier. The territory operated by this office 
will consist of the States of New Mexico and 
Arizona. 

Two new managers have been appointed by 
the company for its branch office at 1000-10 
Keyser building, Baltimore. They are Rob- 


ext A. Coxeter and Joseph Rudolph, while 
Miss A. FE. Manning is cashier. W. Lester 
Brooks has been appointed manager of the 


Charlotte, N. C., office. 


Mr. Brooks was for- 


ISSUES NEW POLICIES 


Missouri State Life Also Offers Reduc- 
tion in Rates 


Sr. Louts, Mo., August 3.—The Missouri 
State Life Insurance Company of St. Louis, 
Mo., has just announced, effective on August 
I, several new policies and also a decided re- 
duction in the rates on old policy forms. 

Four new policies take the place of the old 
endowment at 85, continuous and limited pre- 
miums. The new forms are ordinary life 
participating after 20 years, 20-payment life 
participating after 20 years, 15-payment life 
participating after 20 years and 10-payment 
life participating after 20 years. Heretofore 
the 1o- and 15-payment forms became partici- 
pating at the end of the premium payment pe- 
riod. 

The non-participating rates on practically 
all forms but term have been reduced, the 
greatest reduction appearing at the middle and 
older ages. 

Except in the State of Michigan the com- 
pany will issue economic protection policies in 
any amount from $1000 up, the $2500 limita- 
tion heretofore existing being removed. In 
Michigan the minimum amount will be $2500. 

The company’s semi-annual and quarterly 
rates and the salary savings monthly rates 
have been reduced for all plans, both participat- 
ing and non-participating on policies issued 
after August 1. 

Semi-annual premiums will be 51 per cent, 
quarterly premiums 26 per cent and monthly 
premiums 8.75 per cent of the annual pre- 
mium. No change is made in semi-annual, 
quarterly or monthly premiums in policies is- 
sued prior to August 1, 1926. 

On and after August 1 no deduction will be 
made for semi-annual, quarterly or monthly 
premiums to complete balance of premium pay- 
ment for the policy year current at the time 
of death. 

The company also will issue a modified life 
policy on particularly attractive rates. 

In addition salary savings insurance rules 
have been revised and. liberalized. 

New fillers for rate books will be mailed to 
agents of the company within the next few 
days. 

Hillsman Taylor, vice-president, comment- 
ing on the changes, expressed the belief that 
the new equipment places representatives of the 
Missouri State Life in a position to greatly 
increase their production. He said it was but 
further evidence of the company’s progressive 
spirit and it desires to extend every help 
possible to its field men. The company now 
places itself in a place among the most. pro- 
gressive in the business. 








merly cashier at that office, while Thomas S. 
Franklin, recently deceased, was in charge. P. 
B. Wilkes will take Mr. Brooks’ place as 
cashier. 


—After several months’ vacation abroad, Miss 
Maude E. Inch, assistant secretary of the Insurance 


Society of New York, returned Sunday from England. 


EE 


Extends Non-Medical Privilege 

The Northwestern National Life of Minne- 
apolis has decided to extend the non-medical 
privilege to certain part-time agents. The con- 
ditions upon which a part-time man may write 
non-medical are as follows: 

1. That Northwestern National be repre- 
sented exclusively in his capacity as a life 
underwriter. 

2. That he shall have been under contract 
not less than six months, and have submitted 
during the year preceding his application for 
the non-medical privilege and each preceding 
year during which the privilege continues: 
(a) A total of not less than 25 applications 
(other than joint application), and a total (in- 
cluding joint business) of $100,000 of paid- 
for business; (b) at least 6 applications (other 
than joint applications) in each four-month 
period. 

3. That he shall have established with the 
home office an unquestioned reputation for 
trustworthiness and reliability. 

4. That he shall have the unqualified rec- 
ommendation and endorsement of his general 
agent or manager. 


F. F. French Takes Out $1,000,000 Life 
Policy 

The directors of the Fred F. French Invest- 
ment Company have taken out policies on the 
life of Mr. French totaling $1,000,000. The 
policies are of the ordinary life plan and the 
following companies participated in writing 
them: Massachusetts Mutual Life, $200,000; 
Mutual Life of New York, $200,000; Equitable 
Life of New York, $160,000; Equitable Life 
of Iowa, $140,000, and Penn Mutual Life, 
$200,000. The H. W. Schaffer Company, in- 
surance managers for the French company, 
placed the insurance. 


Illinois Bankers Death Claims 


Organic diseases of the heart were respon- 
sible for the largest percentage of death claims 
of the Illinois Bankers Life Association in the 
six months ended June 30, 1926, an analysis 
just made by the company shows. Of 287 
death claims paid in that period 40, or 17 per 
cent, resulted from heart diseases. Kidney 
diseases caused 33 death claims, or I1.5 per 
cent, and tuberculosis, cancer and pneumonia 
came close after, with 11.1 per cent, 10.8 per 
cent, and 10.1 per cent, respectively. Total 
death claims paid were $452,000, an average of 
$1575 each. 


American Central Appoints Louisiana 
Superintendent 


John J. Dubourg, a veteran personal producer 
and agency organizer, has recently been ap- 
pointed as superintendent of agencies in Louis- 
iana for the American Central Life Insurance 
Company, with headquarters in New Orleans. 

Mr. Dubourg comes to the American Cen- 
tral with a well rounded out career in the life 
insurance field. 
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FIRE AND LIFE 





FREDERICK RICHARDSON, United States Manage: 


GENERAL BUILDING, 4m & WALNUT STS. 
PHILADELPHIA 








INCORPORATED 1832 


Virginia Fire and Marine 
INSURANCE COMPANY OF RICHMOND, VA. 
January 1, 1926 
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THE SIGN OF GOOD CASUALTY INSURANCE 


LIABILITY BURGLARY 
ACCIDENT CREDIT 

MBALTH BOILER 
AUTOMOBILE LANDLORDS 

TEAMS ELEVATOR 
COMPENSATION GENERAL LIABILITY 





LONDON GUARANTEE & ACCIDENT CO, Ltd, °Eygneer 


Head Office §5 Fifth Ave., New York 
C. M. Berger, United States Manager 


Philadeiphia Branch Office 
Wood Bullding, 512-514 Wainut Street, Philadelphia, Pa 
A.ELM ER LORD &CO.. Resident Managers. 


145 Milk Street, B oston. Mace 
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‘Rolling on Signal’”’ 


At the sound of alarm the modern fire pumper 
with its courageous crew, noses out of the engine 
house and in the words of the fireman, ‘‘rolls on 
signal,’’ sirening its way full speed to rescue burn- 
ing property. The company with a reputation for 
quick action is proud of its good record. 


The insurance agency which ‘‘rolls on signal’ 
acquires an enviable reputation and an enviable 
commission income. 


The facilities of the Fidelity-Phenix aid its 
agents in “rolling on signal’’ in service to their 
clients. 


FIDELIT Y-PHENIX 
FIRE INSURANCE COMPANY 


Home Office: Eighty Maiden Lane, New,York, N.}Y. 


ERNEST STURM, CHatrManN oF THE Boaro. 
PAUL L.HAID, PResipDenT. 


CASH CAPITAL FIVE MILLION DOLLARS 


New York Chicago Montreal San Francisco 

















Necklace 
50,000 Years Old 


Owned by 
LOGAN MUSEUM 
Beloit College, Beloit, Wisconsin 


Beads comprising neck- 
lace.made of ivory, deer 
antlers and polished 
stone—probably strung 
on vegetable fibre or ten- 
fe(oyoume) aue-tottest:) Meow colt tere! 
in a cave’ in Southern 
France. Believed to have 
been fashioned: during 
the fourth glacial period 
in Europe, fixing.age 
about 50,000 years, 
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Is It Insured ? 


» JEWELRY Insured against Loss ro} a 
Any Kind ~ Any Time ~ Any Where 
Coverage is ‘All Risks in All Situations 


A. F. SHAW & COMPANY 


O Maiden Lane Insurance Exchange 
ew York City P ‘ : Chicago, Il. 
General Agents - ‘All Risks” Department 
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fairs Fire & Marine Insurance Co. 
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NEW YORK SURVEYS 

What Is the Reason?—Why is it necessary 
when any real advance is made in any branch 
of the insurance business, perhaps more espe- 
cially where it affects the whole, that the in- 
surance department or the government must be 
called in on the matter? The latest instance, 
course, in local territory is the matter of 
cancel: Why could 


not the companies in their own strength have 


of 
itions or unpaid policies. 


put this reform through and not depended on 
the State Insurance Department to do it? All 
business, especially insurance, complains of the 
fact that the governtaent is constantly inter- 
fering, yet the history of twenty-five years will 
in that it apparently has been necessary for 
the duly elected powers to interfere. 
New Equipments.-—_Automatic 
Bulletins Nos. 2357 and 2358 of the New York 
Fire Insurance Exchange report the installa- 
tion of twenty-two new equipments which have 
heen given the following gradings of protec- 


Sprinkler 


tion of twenty-two new equipments which have 
tion: I, 95 per cent; 1, 85 per cent; 2, 80 per 
cent; 4, 75 per cent; 2, 60 per cent; 4, 50 per 
cent; 3. 45 per cent; 5, 40 per cent. 

The Loss Record Improving.—Once in a 
while even the adjuster has a bright moment 
in his life, sometimes two or three of them. 
That is what is happening at the present time 
so far as fire losses are concerned in New 
York city. There is a sharp drop and has 
been for a brief while in the adjustments on 
the premiums for losses. In ths connection 
one adjuster remarked that the whole country 
is very apt to follow New York city and if 
the losses in New York city reach a certain 
level, that is a fairly good barometer of what 
the rest of the country is doing. By the same 
token, if they drop in New York city, they 
drop in the rest of the country. 

Friction as a Cause of Fire.——Some years 
ago, someone reported the cause of a certain 
loss as due to the fact that a change in the 
market brought a low price stock in contact 
with a policy of fire insuarnce. The friction 
thus set forth was the cause of the fire, so it 
was claimed. 

In a letter recently received from China, 
attention is called to the fact that the “Fire 
Fox,” as it was termed, was generally credited 
a being the cause of very many fires. The 
Writer states, however, that probably the fires 
could be more properly attributed to friction 
—this being occasioned by a mortgage deed and 
a fire insurance policy being together on the 
same shelf. 

The Agent’s Choice.—-Apparently as a 
Compromise, which is so prone to 
make, the agent is to be given a choice as to 
his commission in the new organization. He 
tan run with the hounds and get one commis- 
sion, or he can run with the hare and get an- 


business 











other. He cannot apparently do both. This 
is one of those compromises the success of 
which only time can show. It is not as easy 
to predict the outcome as it would have been 
if one scale of commissions had been adopted 


for the territory. 


PHILADELPHIA NOTES 

Busy Week in Philadelphia Although a 
summer month and much hot weather prevail- 
ing here it was a very busy week for insur- 
ance men in the big Quaker city. Many un- 
derwriters coming and going to and from their 
vacations handicaps some offices, but in the 
main, according to good authority, business is 
brisk and the outlook for August very favor- 


able. 
Returns from Vacation.—Arthur !1. Cle- 
venger, secretary of the Lumbermens Insur- 


ance Company, has just returned from a well- 
earned vacation. 

William Embery Back.—William [mbery, 
Phiiadeiphia manager of the Insurance Com- 
pany of North America, has been taking a 
rest for the past few weeks in Atlantic City. 

H. K. Remington.—Harold K. 
manager here for the Aétna Life companies, 
has just returned from Lake Wéinnepesaukee, 
N. H., where he spent a week with his young 
son, who is summering there. 

Directors of Federation to Meet.—An im- 
portant meeting of the board of directors of 
the Insurance Federation of Pennsylvania was 
held during the week. Out-of-town directors 
who attended were: Walter G. McBlain of 
York, Pa., Col. Harry C. Fry, Jr., of Pitts- 
burgh, Henry H. Dryfoos, Jr., of Hazelton, 
Elwood Hoot of West Point, Joseph C. Wil- 
liams of New Castle. 

Advisory Board Discontinues Meeting.— 
The Philadelphia Insurance Advisory Board 
has discontinued its regular weekly meetings 
during the month of August. This 
casioned by the fact that applicants for license 
rarely ever appear during the month of August 
in response to the usual summons. 

Recovering from Illness.— Walter C. 
Perry, assistant secretary of the Insurance 
Company of the State of Pennsylvania, is 
coming around nicely after his recent serious 


Remington, 


iS oCc- 


illness. 


JOINS AUTOMOBILE 
W. A. Riordan to Become Metropolitan 
Manager of Hartford Company 

On August 15, William A. Riordan, managrer 
of the metropolitan department of the Sun 
will resign and become manager 
of the New York fire insurance office of the 
Automobile Insurance Company of Hartford. 
He will have complete underwriting super- 
vision for fire and allied lines in the metro- 
politan district. 
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SETTLES RATE CONTROVERSY 
Superintendent James A. Beha Orders Re- 
ductions in Queens 
Superintendent of Insurance James A. Beha 
has reached the following decision in the mat- 
ter of the complaints regarding the increase in 
insurance rates fin certain sections of the 
Borough o After setting for the 
boundary lines of the congested districts Mr. 

Beha established the rates as follows: 


The following rates to be applied in the dis- 
trict : 


fire 


f Queens. 


In district (b), 35 cents per annum on each 
$100 of insurance on all frame dwellings hav- 
ing non-combustible roof covering; 40 cents 
on all frame dwellings having wood shingle or 
other combustible roof covering. 

In all other districts, 30 cents per annum on 
all frame dwellings having non-combustible 
roof covering ; 35 cents per annum on all frame 
dwellings having wood shingle or other com- 
bustible roof covering. 

An added charge of 10 cents per annum per 
$100 of insurance on all frame dwellings in- 
accessible to the fire department. 

Where there is any substantial area cov- 
ered by dwellings each surrounded bp twenty 
feet or more of free space on all sides, such 
dwellings are to be specifically rated at the 
usual minimum applying to the class, such 
specific ratings to be made effective as of 
December 15, 1925. 

The rates prescribed in paragraph 2 to be 
made effective as of June 15, 1926, on all poli- 
cies written on or after December 15, 1025, 
a pro rata refund to expiration to be made as 
of June 15, 1926. On all policies written on 
or after December 15, 1925, on risks located 
outside of the above district boundaries but 
included in the original boundary lines estab- 
Jished December 15, 1925, the minimum rate is 
to be restored as of the effective date of the 
respective policies. 

As the mass frame construction continues, 
the houndary lines of the above districts may 
be extended so as to include the new construc- 
tion as well as the existing frame buildings 
which may be brought within the new boun- 
dary lines, all of such buildings to be subject 
to the ahove rates provided that if the con- 
gested districts grow materially in area so as 
to create a substantially increased conflagra- 
tion hazard, an application may be made for a 
further increase in rates. 





HEADS VIRGINIA FIRE AND MARINE 
Frederick E. Nolting Succeeds Late Col. 
Palmer 

Va., July 31—Frederick E. 
Nolting has been made president of the Vir- 
ginia Fire and Marine, succeeding the late 
Col. William H. Palmer. This action was 
taken at a meeting of the company’s directors 
held last Wednesday afternoon. At the same 
time, the directors elevated Vice-President Wil- 
liam H. Palmer, Jr., to the chairmanship of 
the board, and elected Edwin A. Palmer a 
director, to fill the vacancy caused by the death 
of Col. Palmer. 

The new president is well known in finan- 
cial circles in the Atlantic States. He is pres- 
ident of Frederick FE. Nolting & Co., Invest- 
ment Bankers, Richmond, and is a director of 
the First & Merchants Bank, of 
has the Virginia 
and Marine’s directors since 
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USEFUL NEW BOOK NOW READY 


WINDSTORM AND TORNADO INSURANCE 


By FREDERICK L. HOFFMAN, LL. D. 
Consulting Statistician, The Prudential Insurance Company of America, 
Member American Meteorological Society; American Seismological Society; 

Engineering Section, National Research Council, etc. 





This excellent work covers its subject very fully and practically. 
It is invaluable for informing agents as to 
WINDSTORMS AND TORNADOES 


and provides them with effective arguments to induce their 
clients to carry storm insurance on properties located anywhere 
in the country. 


The chapter titles of this valuable work are: 


I. Storms and Their Occur- VII. Windstorm Insurance 
rence, Premium Rates. 
II. Causes of Storms. VIII. Experience of Particular 


Companies. 


IX. Tornado Insurance Ex- 
perience. 


III, Typical Tornadoes. 
IV. Destructive Storms. 


V. Wind and Hail Losses. X. Cyclones and Hurricanes. 
VI. Weather Bureau’s Tor- XI. Storm Experience by 
nado Records. States. 


WINDSTORM AND TORNADO INSURANCE 


is a book of 116 pages, contains 20 illustrations, is handsomely 
bound in full cloth, with gold stamping, and will be found 
exceptionally serviceable to companies and agents desiring to 
build up their windstorm insurance business. 


PRICES 
Single Copy, $2.50 
12 copies at $2.3714......... $28.50 50 copies at $2.1214....$106.25 
25 copies at 2.25 ........ 56.25 100 copies at 2.00 .... 200.00 
THE SPECTATOR COMPANY 
Publishers 


NEW YORK 


CHICAGO 














NOW READY 


INVESTIGATORS __. 
AND ADJUSTERS 
HANDBOOK 


by FRED H. REES, LL.M. 


New — Revised — _ Enlarged 


An up-to-date edition of the INVESTIGATORS 
AND ADJUSTERS HANDBOOK is now in press 
and will soon be available. This standard 
work is a textbook on automobile, team, gen- 
eral liability, workmen’s compensation, bur- 
glary and theft insurance. The investigation 
and adjustment of claims are thoroughly ex- 
plained and the applied law in the various 
practices is stated and discussed. 


The INVESTIGATORS AND ADJUSTERS HAnNpD- 
BOOK teaches the insurance company rep- 
resentative how to gather and handle data 


‘pertaining to the settlement and disposal of 


claims, and shows him what factors to take 
into account in arriving at the proper con- 
clusions. Hither for the beginner or for the 
experienced worker in this field, the INvEsTI- 
GATORS AND ADJUSTERS HANDBOOK is a 
necessity if the best results are to be gained 
The new edition contains over 300 pages, is 
handsomely printed and is bound in flexible 
binding. Order your copy now. 


Price $3.50 


THE SPECTATOR COMPANY 


CHICAGO NEW YORK 
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COMPROMISE IN EAST 


Eastern Underwriters to Have 
Double Commission Scale 





AGENTS WANT 20 PER CENT FLAT 


Committees in All-Day Sessions—Agree= 
ment Not Favored in All Quarters 

Last Friday was a banner day for the East- 
ern Underwriters Association, for after meet- 
ing in the morning between the committee on 
organization of the Association with the com- 
mittee of twenty representing local agents in 
ordinary territory and in the afternoon a meet- 
ing of the companies interested in the Eastern 
Underwriters Association, a plan was finally 
reached, even though many regard it as a 
“straddle” or a “surrender.” 

After the meeting of the companies inter- 
ested in the Eastern Underwriters Association, 
the following statement was issued: “The 
meeting of the companies held yesterday in 
the New York Board Rooms, 85 John street, 
New York city, was very successful, and the 
amended report, differing in some important 
respects from that which had been presented 
to the companies’ meeting on May 7, was 
adopted by an overwhelming majority, and 
the committee was directed to secure signa- 
tures and to report back to another meeting of 
the companies, to be held late in September, 
with the full membership secured and with 
the ticket of officers then to be elected. 

“The fact that during the past week impor- 
tant changes have been made makes it im- 
possible to give out a copy at this time to any- 
body. Copies, however, will be put in the 
hands of those who have signified their inten- 
tion to become members at a very early date. 
There were 116 companies or more repre- 
sented.” 

One of the important changes mentioned 
above has to do with the 15 and 25 per cent 
graded commissions for mixed agencies and 
the 20 per cent flat commission in “clear” agen- 
cies in ordinary territory. The alternative 
scale is the subject of considerable discussion 
and apparently is not regarded favorably in 
all quarters. Just how far reaching and strong 
this opposition is can probably only be ascer- 
tained when the signatures to the agreement 
have been obtained. 

The committee of twenty representing the 
local agents in ordinary territory submitted 
their report to the committee on organization 
of the Eastern Underwriters Association, parts 
of which report follow: “As a direct result 
of a joint conference held on July 20, 1926, a 
very general expression from local agents was 
secured and it is the consensus of opinion that 
nothing less than a flat commission of 20 per 
cent would be acceptable. There is practically 
a unanimous opposition to the 15 to 25 per 


tent scale set forth in your original proposal 
to us, 


“We are to-day in a position to express what 
we believe to be the opinion of the local 
agents in the Eastern territory. 


We feel that 


New Application Forms Prescribed for 
Agents’ Licenses in Ontario 

Ottawa, Ont., July 30—The Department 
of Insurance for the Province of Ontario has 
revised the forms of application for insur- 
ance agents’ licenses. The forms required for 
agents’ licenses other than life are more com- 
prehensive than formerly. The completion of 
the form must be in the handwriting of the 
applicant. 

The applicant must give full particulars of 
employment, according to position held, date 
and employer’s name, for five years preceding 
the date of the application. The new forms 
are prescribed for the license term commenc- 
ing October 1, 1926. 

New applicants must also indicate in the 
form whether a previous agents’ license has 
ever been suspended or otherwise terminated 
and if so when, by whom and for what rea- 
son. It also asks whether the applicant has 
ever been refused a license in Ontario or else- 
where. There is also two additional questions 
concerning the Provincial and Dominion In- 
surance Acts. These questions are regarding 
the law against placing insurance with un- 
licensed companies and “to hold insurance pre- 
miums received by you other than as funds 
held in trust for your company and to be paid 
over within fifteen days after written notice 
thereof.” 





the brief submitted to you at our last meeting 
by the Pennsylvania Association of Insurance 
Agents represents a reasonable statement of 
fact, and we indorse the principles contained 
therein in the main. 

“There has been and is a very strong opin- 
ion in the minds of the local agents in the 
ordinary territory that a contingent commis- 
sion of not less than 10 per cent, or a graded 
contingent commission based upon volume, 
should be paid in addition to the 20 per cent 
flat, and this committee believes that your 
committee should seriously consider the sug- 
gestion that if contingent commissions are puid 
in any portion of the Eastern territory in either 
ordinary or excepted districts, the same con- 
tingent commissions should be paid to all 
agents regardless of their particular location.” 

For prompt payment of agency balances, the 
agents’ committee suggested an allowance of 
2 per cent discount and urged a proper pro- 
vision for the limitation and qualification of 
agents. The committee feels that where an 
agent has the proper authorization from the 
assured, he should not have to surrender to 
organization the right to assist 
the assured in improving a risk and the rates. 

The report of the committee of twenty was 
adopted by a vote of Io to 9, but the minority 
asked to go on record as objecting to section b 
of the Pennsylvania report, “believing that 
it is a mistake to offer the services of State 
associations in enforcing separation as long 
as the companies represented in this proposed 
association do not recognize the members of 
these State associations as the only available 
agents for appointment in the territory.” 


15 


any rating 


REPORT ON FREE INSUR= 
ANCE 





New York City Committee Present 
Suggestions to Superintendent 





SUPPORT CLEARING HOUSE 


Would Require Monthly Reports of 
Earned Premiums 

The special committee of ten, organized to 
formulate plans for combating the free insur- 
ance evil and representing local offices of fire, 
casualty and surety companies, submitted its 
draft of suggestions to Superintendent Beha 
last Thursday. Herbert E. Maxson, of the 
Continental, is permanent chairman of the 
committee, and William J. Reynolds, of the 
Central Fire Agency, is secretary. 

The committee’s suggestions are: 1. That 
the fundamentals of all lines of insurance in 
the respect of the matter of earned premiums 
are identical. 2. That the term “earned pre- 
mium” as herein used is defined as the amount 
of premium consideration due for a liability 
assumed in connection with any instrument of 
insurance, whether binder, policy contract, or 
any other form of instrument, regardless of 
how negotiated from the date of the inception 
of the same to the date of its termination. 3. 
That there can be no justification for the 
waiver of the earned premium regardless of 
whether liability attaches for a day or a year. 
4. That accordingly the plan which to the 
committee seems to afford the most practical 
solution of the problem is as follows: (a) 
That every fire, casualty and surety company 
and (or) its agents be required to furnish to 
a central bureau as a clearing house the fol- 
lowing information respecting uncollected 
earned premiums: 

1. Name of company; 2, number of pol- 
icy or covering instrument; 3, amount; 4, 
name of assured; 5, location of property or 
risk; 6, character of property or risk covered: 
7, amount of earned premium; 8, whether 
placed direct or through a broker and, if 
through a broker, his name and address. 

(b) That such reports be filed not later than 
the tenth of the month following ninety days 
from the close of the month in which the lia- 
bility becomes terminated, except on classes 
of insurance involving the determination of 
earned premium, in which case they shall be 
filed on the tenth day of the month following 
ninety days from the close of the month in 
which the earned premium has been deter- 
mined. 5. That it is the unanimous opinion 
of the members of the committee, representing 
fire insurance companies, that the central 
bureau to which these companies shall report 
the above information shall be the New York 
Fire Exchange at its September meeting that 
it establish this bureau and promulgate and 
put into effect such rules, regulations and re- 
quirements as shall be necessary for the com- 
piling of the above information for transmis- 
sion to the insurance department. 

In addition to H. E. Maxson and W. J. 
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Reynolds mentioned above, the committee con- 
sists of Bennet Ellison, V. J. Wyatt (E. C. 
Decker, substitute), W. R. Crane, Walter C. 
Howe, A. R. Hanners, Thomas J. Grahame, 
John McGinley (W. C. Billings, substitute), 
and William J. Kelly. 

The committee’s report on the casualty and 
surety angle can be found in the casualty de- 
partment of the current issue. 


Commonwealth Fire and Marine in 
Litigation 
ToreKA, Kan., August 2.—The Common- 
wealth Fire and Marine Insurance Company 
of Kansas City, Kan., has more litigation on 
A suit has been started in the divi- 
sion of the district court of Wyandotte 
county, with F. D. Hutchings as 
judge, by eleven stockholders seeking to re- 
cover notes and cash paid for stock in the 
company because of alleged violations of the 
State blue sky laws in the promotion of the 
company. The suit was brought in the name 
of H. A. Lovett of Eureka by James Meek, 
former county attorney of Wyandotte county. 

The petition sets out that the company used 
27 per cent of its capital and surplus in pro- 
motion expenses when the law permits only 
20 per cent to be used for pramoton. The 
company originally had a capital of one mil- 
lion dollars and the stock was being sold at 
$200 and $225 a share, one-half in cash and 
the balance notes. When the company got 
into the courts in Shawnee county a year ago 
the capital and surplus was reduced to $4I0,- 
000 and the company ordered to stop promo- 
tion and go to writing insurance. 

The eleven stockholders assert that the pro- 
moters of the company have not returned all 
the money due them or all the notes which had 
been given for stock. Frank L. Travis, former 
Superintendent of Insurance, was the pro- 
moter of the company and began the organ- 
ization of the company before he left the of- 
fice of superintendent. The sale of the stock 
and the resultant Itigation and applications for 
receivers in Shawnee and Wyandotte counties 
caused quite a disturbance. 


its hands. 


presiding 





Will Support Henry L. Rose for Office in 
Order of Blue Goose 

The New York Pond of the Ancient and 
Honorable Order of the Blue Goose has deter- 
mined to lend its support to the candidacy of 
Henry L. Rose, of the adjusting firm of Rose 
& Smith, Baltimore, for the office of the 
Grand Keeper of the Golden Goose Egg when 
the annual meeting of the order is held this 
fall. Mr. Rose is a member of the Chesa- 
peake Pond. He has been most loyal gander 
of the pond for the past three years. 

Mr. Rose is one of the most prominent 
automobile adjusters In the East. 
to his activities in the Blue Goose, Mr. Rose 
served three terms as president of the Balti- 
more Automobile Club and is now president 
of the Claim Mens Association of Baltimore. 


In addition 
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Sion oldest continuous fire in the world has 
just had its sixty-seventh birthday! More 
than $3,000,000 have been spent to put it out 
and during its sixty-seven years it is estimated 
to have consumed more than 14,000,000 tons 
of coal, for this old fire has its home in a coal 
mine at Summit Hill, Pa. During these hot 
spells, it must be difficult to spell Summit Hill 
correctly. 
kK Ox 
\ JE read in the bulletin issued by the Fire 
Prevention Department of the Western 

Actuarial Bureau that a fire chief was dis- 
charged because he took too many chances. 
He wore celluloid collars to fires! 
é iw Great and Jovial Order of the Cats’ 

Meow, composed of the snappy dressers 
behind the counters of the local insurance of- 
fices in St. Louis, are taking their girl friends 
to Chrystal Springs Lake Park on August 5, 
That much is true—if it doesn’t rain; but that 
the said Great and Jovial Order are to meet 
the Exalted Order of the Rats’ Rubbers on the 
champ de jou ir an athletic contest is—well, 
just imagine a lot of Greeks on an outing meet- 
ing a bunch of others and no plans for restau- 
rants being made: just imagine organizations 
called Cats’ Meows and Rats’ Rubbers forsak- 
ing the—the ginger ale bottles to indulge in 
athletics on a sweltering August day! (We 
once attended an insurance company’s outing. 
Great stuff—but not athletically.) 

xk * x 

HE Chinese think that most conflagrations 

are caused by a fire fox, whose tail is so 
hot that everything it touches up in 
flames. Accordingly, the superstitious Chino?s 
—how do you like our patois?—have painted 
on their buildings a bucket turned upside down. 
When the stupid fex sees this, he realizes the 
house must be sopping wet and passes it by. 
(This is the first of our nursery stories.) 


goes 


Virginia Field Club Holding Weekly 
Luncheons 

RIcHMOND, VA., July 26.—The members of 
the Virginia Field Club are meeting informally 
once a week at luncheon. This is in accord- 
ance with a plan discussed at the recent mieet- 
ing of the club, held in Natural Bridge, Va. 
The meetings are held each Monday, at 1 
o'clock, at Reugers Hotel, in Richmond, where 
a private dining room has been secured. They 
are purely social, and officers of the Club hope 
that all out-of-town members who happen to 
be in Richmond on any Monday will avail 
themselves of the opportunity to meet with 
their fellow members. Of course, a majority 
of the State and special agents have headquar- 
ters in Richmond, but some few live at other 
points in the State. The luncheons are proving 
very successful both from a social and a busi- 
ness standpoint. They will be continued all 
winter. 
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Code Commission to Complete 
Tentative Draft 

Topeka, Kan., August 2.—The Kansas jp. 
surance code commission is in session this 
week and expects to complete the tentative 
draft of the new code before it adjourns. The 
commission bgan work Wednesday morning 
and announced that it proposed to stay in ses- 
sion until the work was completed. 

The commission has completed its proposals 
on the life insurance sections; the mutual com. 
panies, fraternals, the general provisions and 
a part of the fire insurance sections. It has 
to complete the casualty and surety, the fire 
and the miscellaneous sections. 

As soon as the commission completes the 
tentative draft copies will be sent to the repre. 
sentatives of the different groups of companies 
who appeared before the commission. Before 
adjournment this week the commission will fix 
the dates for the hearings when the repre. 
sentatives of the companies will appear to 
offer their suggestions and criticisms of the 
proposed code and discuss with the members 
of the commission their proposals and objec. 
It may be that these hearings will be. 
gin late this month and certainly early in 
It was originally intended to have 


Kansas 


tions. 


September. 
these hearings all completed by the middle of 
September but the work on the final draft of 
the tentative code required more time than had 
been anticipated. 


General Wood’s Son on Insurance Paper 

In recent weeks there have appeared in Tue 
SPECTATOR some unusually interesting stories 
telling of insurance conditions in Cuba and 
some other islands of the West Indies and of 
the Philippines. These stories are written by 
Leonard Wood, son of General Wood, Gov- 
ernor of the Philippines, who is now a mem- 
ber of the editorial staff of THE SPEcrator. 
He is an unusually talented young man who 
has lived in many parts of the world.—The 
Eastern Underwriter. 


Portfolio of Patriotic Paintings 

The America Fore group of companies have 
issued a booklet of prints in color from a series 
of patriotic paintings of F. C. Yohn & Clyde 
O. Deland. Accompanying each painting is a 
short history of the event which inspired the 
painting. The paintings are all owned by the 
companies and were originally used in connec- 
tion with the famous calendars of the Conti- 
nental Insurance Company, which at one time 
decorated a large percentage of the kitchens of 
this country. 

This booklet forms one of the most inter- 
esting pieces of advertising issued by insurance 
companies. It will undoubtedly obtain a read: 
ing in thousands of homes. 


Harold E. Taylor A Proud Father 
A son was born to Mr. and Mrs. Harold E 
The youngster’s name i 

Mr. Taylor is the ad 
of New- 


Taylor on July 27. 
Paul Harold Taylor. 
vertising manager of the American 


ark. 
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KENTUCKY RATES 
BOOSTED 


Flat Increase of 12% Per Cent 
Announced 
EXPERIENCE TABULATION WITH 
NOTICE 


Agents Shown Reason for Increases at 
Same Time Notice Is Given 

LovrisvitLE, Ky., August 2.—Notices were 
sent out at noon to-day advising local agents 
in Louisville and the State of a State-wide in- 
crease of 12% per cent in fire and tornado in- 
surance rates over the State of Kentucky, this 
incerase being applicable to all classes of risks 
and effective at noon to-day, Agents are ad- 
vised to write all business with the increased 
rate applicable. 

Two letters were sent out, one dealing with 
fre and the other with tornado increases. Ac- 
companying the letters was a tabulated state- 
ment showing State premiums losses, etc., over 
the five-vear 1921-1926, inclusive, 
these statistics showing an unfavorable condi- 
tion, from the standpoint of the underwriting 
companies, and resulting in the increase in 


period, 


rates. 

It is understood that the Kentucky field men, 
or representatives of the companies, will meet 
on Toesday afternoon for the purpose of di- 
gesting the new rates. It is not known as yet 
just what the Louisville Board of Fire Under- 
writers or Kentucky Association of Insurance 
Agents will have to say regarding the matter 
The increase based on experience, will’ be 
rather costly to Kentucky. 


MISSOURI RATE CASE 
Question of Returning Commissions In- 
teresting Agents 
St. Louis, Mo., August 2—While the litiga- 
tion in the Missouri rate case has been in 
lect premiums at the rates in effect when Com- 
missioner Hyde issued his orders and the com- 
missions to agents and brokers have been on 
that basis. It was stipulated that bonds guar- 
anteeing refund of any excess premiums col- 

lected would be put up by the companies. 

Naturally should the companies be compelled 
to return 10 per cent of all the Missouri pre- 
miums on fire, hail, tornado and lightning in- 
surance policies placed since November 15, 
1922, they will request that the agents and 
brokers return ther proportionate share of 
such premums, on the theory that the agents 
are only entitled to a certain rate of commis- 
sion on premiums received by the companies. 

Not all agents and brokers have taken the 
Position that they will not return and should 
not be expected to return the commissions re- 
ceived on the 10 per cent of premiums in con- 
troversy, but several have frankly expressed 
the belief that the companies should pay back 
the full amount should the final court decision 
be against them, and not call upon the agerits 
and their brokers for any assistance. 


Cleaning Fluids 

It is not generally known, but extensive tests 
have revealed the fact, that a cleaning fluid 
may be dangerous product if it contains any 
gasoline or similar substance. 
This is true, even if the percentage of gaso- 
line present is small. From an extensive study 
of cleaning fluid formulas we believe that a 
mixture of carbon tetrachloride and gasoline, 
or any similar product, such as solvent naph- 
tha, does not constitute a non-inflammable and 


inflammable 


non-combustible compound, owing to the 
greater volatility of carbon tetrachloride, 
which evaporates off and leaves the inflamma- 
ble fluids subject to fire and explosion. 

A careful study of cleaning fluids containing 
quantity of material 
shows that while they may be safe in solution 
there is great danger from fire and explosion, 


a_ limited inflammable 


are used as intended for 
The carbon tetrachloride, 
which is so much more volatile than the in- 
evaporates and leaves the 
inflammable fluids as dangerous as if used 
themselves. 


while the mixtures 
cleaning purposes. 


flammable liquids, 


Cleaning fluids which contain even a small 
amount of inflammable fluid in their make-up 
are not entirely devoid of danger, in that the 
consumer believes that the mixture is entirely 
safe, not only while in the can but also while 
the compound in being used. 

There are absolutely non-hazardous cleaning 
fluids on the market, as listed by the Under- 
writers Laboratories under the classification of 
“Non-Combustible and Non-Flammable” clean- 
ing fluids, which contain no inflammable sub- 
stances whatever. 





Extracts from Semi-Annual Statements 

Further figures have been received showing 
the condition of fire insurance 
companies for the six months ending June 30, 
1926, in addition to those presented in previous 
issues of Tue SpecTATor. These are presented 
below, the items given being admitted assets, 
June 30 last; surplus as to policyholders (in- 
cluding capital) ; premiums received and losses 
paid: 


and business 


American Automobile, St. Louis.—Assets, 
$8,650,033; surplus, $2,145,254; premiums, $3,- 
698,414; losses, $1,513,614. 

Birmingham Fire, Birmingham, 
$533,748; surplus, $403,522; 
$75,170; losses, $3,82r. 

City, Sunbury, Pa.—Assets, $986,553: sur- 
plus, $916,094 (all business reinsured in U. S. 
Fire). 

Cotton Marine, Philadelphia—Assets, $402,- 


Ala—As- 
premiums, 





sets, 


718; surplus, $399,487: premiums, $6,600; 
losses, $35. 

Delaware, N. Y.—Assets, $1,614,173: sur- 
plus, $1,223,524; premiums, $221,428: losses, 


$01,490. 
Harmonia Fire, 
surplus, $610,157; 
$55,278. 
Minnesota Fire, Chatfield—Assets, $196,135; 
surplus, $120,455; premiums, $55,177; losses, 
$11,948. 


Buffalo—Assets, $1,034,856; 
premiums, $193,558; losses, 





CONFER ON ADJUSTMENTS 


Cook County Situation Under 
Review 


AGENTS HAVE COUNTER PROPOSAL 


Rule Now Strictly Enforced With But Few 
Violations—Agreement Expected é 


Cuicaco, Int., August 2—The conference oft 
the Cook County loss adjustment situation be- 
ing conducted by committees representing the 
Western Union, the Western Insurance Bureau 
and the local agents of Chicago is understood 
to be progressing well toward a solution of 
the problem that has caused irirtation between 
the companies and agents for many months. A 
small sub-committee, which included W. L. 
Lerch, deputy manager of the Royal, and H. 
A. Clark, Western manager of the Firemens 
of Newark, as the company representatives, 
and J. I. Naghten and Fred Sauter as the 
agents plenitpotentiaries, met recently to draw 
up details of a final agreement. The result of 
this meeing has not been announced, pending 
the report of the sub-committee to the general 
committee, but it is thought that a satisfactory 
agreement has been reached. 

The rigid ruling’ of the companies that all 
adjustments on Cook County losses be han- 
dled by the Cook County Loss Adjustment Bu- 
reau, with the agents entirely removed from 
the scene, is now in force and a majority of 
the companies are adhering to it. The agents 
made a counter proposal requesting that they 
be permitted to adjust their own losses under 
$2500 and be represented in the adjustment of 
larger losses along with representatives of the 
Loss Bureau. The agents agreed to use only 
adjusters passed upon by the Loss Bureau and 
to submit all records of every adjustment to 
the Loss Bureau for confirmation. It is thought 
likely that this plan will be accepted in a gen- 
eral way, though it is probable that the figure 
of $2500 for agency adjustment will be lowered 
considerably. 


National American, Omaha.—Assets, $1,788,- 
289; surplus, $1,341,949; premiums, $183,905; 
losses, $74,755. 

Northwestern National, Milwaukee—Assets, 
$12,592,891; surplus, $5,745,851; premiums, $2,- 
668,509; losses, $1,064,445. 

Twin City Fire, Minneapolis.—Assets, $1,- 
979,089; surplus, $754,981; premiums, $1,170,- 
468; losses, $534,557. 


William Penn Fire, Philadelphia.—Assets, 
$220,721; surplus, $144,043; premiums, $35,- 
672; losses, $6. 

Triangle Automobile Insurance Company, 


Pittsburgh.—Assets, $373,366: surplus, $280,- 
848; premiums, $83,401; losses, $25,463. 

Providence Washington, Providence.—As- 
$14,568,752; surplus, $7,084,853:  pre- 
miums, $3,635,920; losses, $1,961,353. 

Rocky Mountain Fire, Great Falls, Mont.— 
$643,438; surplus, $549,703; reinsur- 
ance in excess of premiums written, $262,215; 
losses, $42,243. 


sets, 


Assets, 
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THE DEMAND FOR AN OUTLET FOR CATASTROPHE AND EXCESS REINSURANCE 
OF WORKMEN’S COMPENSATION, LIABILITY AND OTHER CASUALTY LINES 
IN AN AMERICAN COMPANY HAS BEEN MET BY 


American Re-Insurance Co. 


242 S. 13th Street Philadelphia, Pa. 


Assets - - - - $4,700,216.33 
Capital - - - ° 750,000.00 
Surplus - - - -  1,001,125.89 
Voluntary Caemghe Reserve 500,000.00 
Reserves - - -  2,449,090.44 


RE-INSURANCE ONLY 


Specializing in Workmen's Compensation, Catastrophe and Excess Liability Treaties 
Competing with no direct-writing Insurance Company 
Qualified before U. S. Treasury and Licensed by Principal States 
Financially Strong Conservatively Managed Liberal Contracts 
CORRESPONDENCE INVITED 








A Progressive SURETY and CASUALTY Company 














FIDELITY ann SURETY BONDS 


ACCIDENT, HEALTH. BURGLARY, AUTO- 
MOBILE, LIABILITY, PLATE GLASS AND 
WORKMEN’S COMPENSATION INSUR- 
ANCE, 








CAPITAL, $2,450,000.00 


Union Inpemniry 
imeeors, Compan 


Eastern Department 
100 Malden Lane 
New York 








CASH CAPITAL $750,000.00 


CASUALTY AND SURETY COMPANY 
Home Office: Brumder Building 
MILWAUKEE, WISCONSIN 


Executive Offices Eastern Department 
UNION INDEMNITY BUILDING 100 MAIDEN LANE 
NEW ORLEANS NEW YORK 








We Invite Your Inquiry— 


We are equipped to give unusual 
co-operation in the following lines: 
AUTOMOBILE & GENERAL LIABILITY 
PROPERTY DAMAGE & COLLISION 
WORKMEN’S COMPENSATION 
ACCIDENT AND HEALTH 
PLATE GLASS INSURANCE 


Manufacturers’ Liability Insurance Co. 
Manufacturers’ Liability Insurance Co. Building 


37 Montgomery St. Jersey City, N. J. 




















AMERICAN 
SURETY 
COMPANY 

of NEW YORK 


ompenr's Ho 100 BROADWAY 


Fidelity and Surety Bonds Burglary Insurance 
Check Forgery and Alteration Insurance 











FIRE REINSURANCE TREATIES 


Eagle Fire Insurance Company 
New Jersey 


Baltica Insurance Co., Ltd. 
Denmark 


Franklin W. Fort Thomas B. Donaldson 
18 Washington Place, Newark, N. J. 


























Ambitious men of sales experience will be interested in the liberal agents 
contracts we are offering. 
Good openings for the right type of men. 
ASSETS OVER EIGHT MILLIONS ' 
INSURANCE IN FORCE OVER SEVENTY MILLIONS 


THE CAPITOL LIFE INSURANCE COMPANY 


Clarence J. Daly, President. DENVER, COLORADO 
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CASUALTY, SURETY AND MISCELLANEOUS 





THE 
OBSERVATION POST 








O say that workmen’s compensation under- 

writing is muddled would be bromidic. 
Home office men are beginning to wonder just 
who is responsible and are occasionally ques- 
tioning the wisdom of the rates made for cer- 
tain sections. While the most recent rate re- 
vision increased rates in some territories and 
reduced them in others, the average result 
was a mere matter of one-quarter of one per 
cent. One company man who knows his busi- 
ness told us that insufficient attention is paid 
to the 12 or more per cent differential that 
exists in rating such risks between the sched- 
ule and experience and the manual rate of the 
moment. In Kansas, after the National Coun- 
cil had reduced the rate, companies objected 
strenuously to the extent of the decrease and 
succeeded in proving to the Council that it 
should not be as low as was originally desig- 
nated. Underwriters are often prone to ac- 
cept rates as correct when promulgated by a 
bureau or similar organization without study 
of their bases or without actual knowledge of 
how they were arrived at in any given instance. 
The rate may be, and almost always is, accu- 
rate; but if it is not, or if a question arises, 
it is up to the underwriter to call for ex- 
planations. 


CCIDENT and_ health underwriters 

throughout the country may well study the 
record and operations of the Time Insurance 
Company of Milwaukee, which writes only ac- 
cident and health business. This organization 
was formed in 1910 with $25,000 capital stock. 
The capital stock is still $25,000, but the net 
premiums in 1925 amounted to $474,155; the 
surplus to policyhlders was $120,623; and the 
admitted assets were $219,063. The extraordi- 
nary thing about the Time Insurance Company 
is the rate of cash dividends paid. In 15 years 
the company has paid an average cash divi- 
dend of 56 and one-third per cent per year! 
The cash dividends, in percentage, paid from 
IQII to 1925, inclusive, were as follows: 30, 
60, 60, 30, 60, 100, 60, 60, 80, 60, 45, 10, 50, 
60 and 80. In other words, on a capital 


stock of $25,000, the Time Insurance Com- 
pany has paid in cash dividends about $14,083 
per year for fifteen years! This is something 
quite unusual, and leads to speculation as to 
What large companies, using the same meth- 
ods, could do in the way of profitable under- 
Writing and payment of cash dividends. 


FIDELITY COVERAGE BROADENED 
Blanket Bonds Now Obtainable for Com- 
mercial Risks 
Blanket fidelity bonds are now obtainable 
for mercantile and industrial concerns in ac- 
cordance with an agreement reached recently 
by the surety companies. The new blanket 
form is said to have many advantages over 
the specified cover and prevents embarrassment 
on the part of the employer at the time the 
indemnity is secured. The bonds will be issued 
in amounts of $25,000 or multiples of that fig- 
ure without specifying the employee's name. 
The Hartford Accident and Indemnity Com- 
pany, Hartford, has issued a statement con- 

cerning the new form in which it says 
Heretofore it has been necessary for em- 
ployers, when obtaining fidelity bonds, to spec- 
ify the name of each employee and the amount 
of bond desired; or to specify the position oc- 
cupied and the amount of bond applicable to 
such position. This procedure meant that 
when an employer suddenly decided to bond 
his employees he was forced to go to perhaps 
some very old and trusted employee and dis- 
cuss with him not only the matter of now 
going under-a fidelity bond, but also the ques- 
tion as to how large the bond should be. In- 
asmuch as the sizes of bonds varied. it often 
put the employer in the embarrassing posi- 
tion of discriminating between these old em- 
ployees as to which should furnish the larger 
bond, Furthermore, when all was said and 
done, the employer was merely guessing which 
employee should have the large bond and 
which the small one. The result of this 
“guess,” as all surety underwriters are well 
aware, was that frequently the largest losses 
came under the smallest bonds and the em- 
plover was forced to stand the loss that should 
have been the responsibility of the bonding 
company. Under the new method these un- 
pleasant and uncertain elements are eliminated. 


C. E. Millen, manager of the fidelity depart- 
ment of the American Surety Company, also 
issued a statement pointing out the advantages 
of the new bond. 


Pennsylvania Federation Meets in Phila- 
delphia Next Year 
PHILADELPHIA, PENNA., August 2.—S. H. 
Pool, resident manager of the Fidelity and 
Casualty Company of New York here, has been 
selected as general chairman of the convention 
committee for the 1927 annual meeting of the 
State Insurance Federation, Philadelphia hav- 
ing been chosen as the ‘convention city. The 

dates are May 23, 24 and 25. 





GEORGIA RATES UP 





Compensation Revision Gets O.K. of 
Commissioner 





INCREASE IS 22.7 PER CENT 





Department Head States Expense Percent- 
ages to Be Used 


ATLANTA, Ga., August 2—Insurance com- 
panies writing workmen’s compensation poli- 
cies in Georgia were granted an increase of 
22.7 per cent in their premium rates by an 
order issued last week by General William A. 
Wright, State Insurance Commissioner. The 
order followed a hearing at which the insur- 
ance companies asked for the increase and 
opposition was voiced by the Georgia Cotton 
Manufacturers Association. 

Although General Wright granted the in~ 
crease sought by the companies, he stated that: 
he is not convinced that they are entitled to a 
charge of 43.5 per cent for overhead expenses, 
and he ordered that overhead be charged on 
a basis of 34.5 per cent, or a reduction of o 
per cent. - 

“After an extremely careful review and 
study of the petition for an increase,” General 
Wright said in his order, “and due considera- 
tion of facts brought out by the recent hear- 
ing on the petition, I have decided that the 
advance of 22.7 per cent in these rates, based 
upon the Georgia loss experience of the com- 
panies, is warranted.” 

General Wright further said that “all data 
and testimony offered by representatives of 
companies at the recent hearing have convinced 
me that the various expense items which go 
to make up the total overhead loading of 43.5 
per cent are computed purely on _ esti- 
mates. I am, therefore, still uncon- 
vinced that certain of the overhead items are 
not excessive and must request that the fol- 
lowing percentages for expenses be employed 
in computing the net rates for use in Georgia: 

“Investigating and adjusting claims, 5 per 
cent; payroll adjusting, 1 per cent; inspection 
and accident prevention, including maintenance 
of bureaus, 2.5 per cent; general administra- 
tion, home office, 5 per cent; acquisition-com- 
mission to agents, I5 per cent; taxes, 6 per 
cent.” 





Desk Room and 
Private Offices 
Furnished to 
Brokers and 
Agents 





TO BROKERS 
We are Specialists in Accident and Health Insurance for Women 


THE MEACHAM AGENCY, Inc. 


Managers, Times Square Branch, Accident and Health Dept. 
INDEPENDENCE INDEMNITY COMPANY 
Times Building, Broadway and 42nd St., New York City Bryant 14363 


1361 
Telephone 1362 
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The order was addressed to William Leslie, 
general manager of the National Council on 
Workmen’s ‘Compensation Insurance. 

It was explained that the reduction in the 
overhead charges that can be made by insur- 
ance companies will not affect the new rates 
but will provide a new basis for figuring future 
premiums, which are fixed annually by General 
Wright. The experience table on which the 
new rates are fixed were based on expendi- 
tures of 43.5 per cent for overhead expenses, 
ments, with only 34.5 going to overhead, the 
payment of losses. 
ments, with only 34.5 gong to overhead, the 
companies will have 65.5 per cent of the pre- 
miums to pay losses, making possible a re- 
duction of the rates after an experimental year. 


Under the new require- 


people. 


000 families. 


Burglary lines. 


Are YOU so equipped? 








FIDELITY and DEPOSIT 
COMPANY 


BALTIMORE 


and Surety Bonds and 


Insurance 


Fidelity 
Burglary 
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full information regarding an agency connec- 
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MAKES CAPITAL INCREASE 
Southern Surety 
Is Now $1,500,000 


The Southern Surety 


Moines has increased its capital stock from 


$1,250,000 »to $1,500,000 jn accordance ‘with 


plans which have been some time in the mak- 
ing. The additional $250,000 has been made 
necessary because of the expansion of the 
company’s operations and will enable it to go 


ahead even more rapidly than in the past. 
President C. S. Cobb says that the growing 
affairs of the company made this increase ad- 
visable and, as confirmation of this, points out 
that the business for the first six months of 
this year amounted to $4,500,000 in premium 
income, being an advance of $500,000. 


STATISTICALLY SPEAKING 


HE population of the United States is 
estimated today at about 110,000,000 
An average of five persons to a 
family would indicate approximately 22,000,- 


At least 25% of these families can be con- 
sidered good prospects for Residence Bur- 
glary, Theft and Larceny Insurance. 
ing to company statistics, however, only 
about 500,000 of them are now insured. 


Accord- 


The remaining 5,000,000 families, therefore, 
represent one of the many fertile fields still 
open to development by agents who handle 


Production Department 


Fidelity & Deposit Company 
Baltimore, Md. 


If you are not already adequately repre- 
sented in this territory I will be glad to have 


tion made with your Company. 
(Signed) 


Address 
Sp. 85 





Adds $250,000—Figure 


Company of Des 


Credit Men Convict 100 Commercial 
Crooks 

Since June 1, 1925, the National Association 
of Credit Men, New York, has obtained the 
conviction of 100 commercial crooks and, to 
date, has had 468 serious indictments in gj 
cases that were brought to the attention of the 
credit protection department, says J. H. Tre. 
goe, executive manager of the association, 

There are now 312 indictments pending 
throughout the country that were obtained 
through 22 district offices of the credit pro. 
tection department and only 12 trials have been 
lost in 13 months. In a number of cases the 
association had to abandon prosecution be. 
cause of the practical impossibility of securing 
evidence that would bring conviction. How. 
ever, he says that many of those who figured 
in these weak cases will be caught sooner or 
later, as the association’s past experience has 
roved, 


Form New Firm of Slack, Rinier & An- 
derson 

Claude H. Anderson has joined the law firm 
of L. Ert Slack & George G. Rinier at Indian. 
apolis and the firm name has been changed to 
Slack, Rinier & Anderson, with offices in the 
Continental Bank building in that city. 

Mr. Anderson is a graduate of DePauw 
University and the Indiana Law School and 
is thoroughly experienced in all phases of legal 
practice. 








COMMONWEALTH 
CASUALTY 
COMPANY 


PHILADELPHIA’S OLDEST 
CASUALTY COMPANY 





ACCIDENT and HEALTH 
INSURANCE 


AUTOMOBILE and TEAMS 
INSURANCE 


NO OTHER LINES 
BEST POLICIES 
LOWES © RATES 


UP-TO-THE MINUTE SERVICE 
WE SOLICIT YOUR BUSINESS 


CONSTANTLY INCREASING 
BUSINESS and FINANCIAL 
STRENGTH 
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‘FREE INSURANCE” 


Committee of Ten Reports on Uncol- 
lected Earned Premiums 


SOUND PLAN FORMULATED 


Information on Such Covers to Be Cleared 
Through National Bureau 


The special committee of ten, appointed by 
James A. Beha, Superintendent of Insurance 
for New York, to study the elimination of 
the difficulty of collecting earned premiums on 
policies returned as not wanted or as canceled 
has submitted its report to the head of the 
Empire State insurance department. The com- 
mittee was made up of fire and casualty men 
in New York city and is agreed that there can 
be no justification for the waiver of earned 
premium regardless of the time for which 
the liability attaches. 

In the plan formulated by the committee it 
is stated that every fire, casualty and surety 
company and its agents be required to furntsn 
to a central bureau as a clearing house the 
respecting uncollected 


following information 


earned premiums: 


(1) Name of company; (2) number of pol- 
icy or covering instrument; (3) amount; (4) 
name of assured; (5) location of property or 
risk; (6) character of property or risk cov- 
ered; (7) amount of earned premium; (8) 
whether placed direct or through broker and, 
if through broker, his name and address. 


It is also required that such reports be filed 
not later than the tenth day of the month fol- 
lowing ninety days from the close of the month 
in which the liability becomes terminated, ex- 
cept on classes of insurance involving the de- 
termination of earned premium, in which case 
they shall be filed on the tenth day of the 
month following ninety days from the close 
of the month in which the earned premium has 
been determined. The committee’s plan, inso- 
far as it affects fire insurance companies, is 
described in the fire insurance news pages of 
this issue of THE Spectator. The conclusion 
of the plan, as regards casualty and surety 
companies, is stated by the committee as fol- 
lows: 

It is the unanimous opinion of the members 
of the committee, representing casualty and 
surety companies, that the central bureau to 
which these companies shall report the above 
information shall be the National Bureau of 
Casualty and Surety Underwriters, and if this 
meets with the approval of the Superintendent 
of Insurance the members of the committee 
representing these interests will recommend to 
the National Bureau of Casualty and Surety 
Underwriters at its next meeting that it estab- 
lish this bureau and promulgate and put into 
effect such rules, regulations and requirements 
as shall be necessary for the compiling of the 
above information for transmission to the in- 
surance department, it being the understanding 
ot the members of this committee representing 
the casualty and surety interests that the Na- 
tional Bureau has in process of completion a 
further plan for the elimination of the so- 
called free insurance evil, for presentation to 
the Superintendent of Insurance of the State 


of New York. 


Boston Library Association Completes 
Casualty Personnel 
The Insurance Association of 


Boston has completed the personnel of its cas- 


Library 


ualty branch on the educational committee by 
the addition of R. A. Hogsett, Boston man- 
ager of the Travelers, who succeeds the late 
A. E. Gates, and James P. Parker, of O’ Neill 
& Parker, who are Boston manager for the 
United States Fidelity and Guaranty. 

Other members of the casualty branch of 
the educational committee, which is completing 
organization this week, are: Ward I. Cor- 


nell, Hartford Steam Boiler; H. F. Morse, 
Employers Liability; Arthur W. Burke, A®tna 
Life and affiliated companies; J. G. Farquhar, 


Ocean Accident, and John J. Flynn, Massachu- 
setts Bonding. 


Great American Indemnity’s New York 
Department 
The New York metropolitan department of 


the Great American Indemnity Company of 
that city was augmented by the addition c 
Thomas G. Watson, 
who will assist with the underwriting. Wil- 
liam M. 


have been appointed as special agents, the for- 


eh 


Kimball and Henry D. 


Alexander and Wm. Quimby Foster 
mer covering the New York brokers and the 
latter caring for the needs of the agency field 
in the same territory. 

Mr. Kimball was at one time in the casualty 
department of MacBain & Sparks and prior to 
that was with the underwriting department of 
the A&tna Life of Hartford. 

Mr. Watson has been in the New York 
branch office of the American Employers and 
before that was in the Newark office of the 
‘Etna Casualty. 

Mr. Alexander goes to the Great American 
Indemnity from a large agency in Cuba, where 
he was assistant manager. He has an extensive 
background in the agency production field. Mr. 
Foster has had a thorough expeience. 







D. T. WINTERS IS 
PRESIDENT 


Becomes Head of Manufacturers 
Liability 


A. E. WILLIAMSON IS BOARD 
CHAIRMAN 


George G. Raymond Made a Vice-Presi- 
dent—New Policy Issued 


Dr. D. T. Winter, Jr., first vice-president 
and general manager of the Manufacturers 
Liability Insurance Company, Jersey City, has 
been made president of the organization, suc- 
ceeding A. E. Williamson, who now becomes 
chairman of the board. In addition, George 
G. Raymond, president of the Teitjen & Lang 
Dry Dock Company and a director of the 
Manufacturers Liability, was elected a vice- 
president of the company. Mr. Raymond has 
heen chairman of the finance committee of the 
company. 

President Winter joined the Manufacturers 
Liability as medical director eleven years ago, 
was made second vice-president in 1921, be- 
came first vice-president in 1924 and sub- 
sequently was put in charge of the company’s 
operations. 

Chairman Williamson is the founder of the 
company and has been in charge of it up to 
the time he relinquished some of the pull on 
the reins to Dr. Winter. He launched the 
enterprise in I9QI2. 

The Manufacturers Liability had an increase 
of 54.5 per cent in its business for the first 
six months of this year, as compared with the 
same period in 1925 and the company has now 
brought out a new policy, known as the garage 
contingent contract, which furnishes 
indemnity protecting the garage owner against 


owners’ 


actions brought on the ground of his negli- 
gence. 








TRANSACTIONS OF CASUALTY INSU? ANCE COMPANIES FOR FIRST SIX 
MONTHS, 1926 


Total Premiums Premiums Losses Losses 

Admitted Surplus Received Received Paid Paid 
Assets to First Six First Six First Six First Six 

Capital July 1, Policy- Months, Months, Months, Months 

Name and Location of Company Stock 1926 holders 1926 1925 1926 1925 
American Indemnity, Galveston. .... a 1,638,257 1,082,451 176,791 129,523 86,084 86,872 
American Surety, New York 5,000,000 19,938,849 8,526,228 5,261,104 5, 009,025 1,271,742 1,215,449 


1,000,000 
300,000 1,8 


Columbia Casualty, New Vork...... 
Commonwealth Casualty, Phila..... 
Continental Casualty, Chicago...... 





Equitable Life & Casualty, Chicago.. 
Garfield Casualty, W ashington, El... « 
Guaranty Co. of N. A., Montreal. 

Illinois Motor Cas., Springfield, lil... 
yndemnity Ins. Co. of N. A., Phila... 


136,276 


Independence Indemnity, Phila..... 1,500,000 8,900,642 
Lloyds Plate Glass, New York...... 750,000 2,255,213 
Loyal Protective, Boston........... 100,000 797,195 


London & Lancashire, Hartford..... 
Manufacturers Casualty, Phila...... 


Maryland Casualty, Baltimore...... 
Massachusetts Protective, Worcester. 
Metropolitan Casualty, New York... 
National Auto, Los Ange ae 250,000 
New Century Casualty, Chicago. “pa a 





Ohio Casualty, Hamilton........... 
Pioneer Ins. Co., Lincoin.... eee 50,000 
Preferred Ac cident, New Vork...... 


Texas Indemnity, Galveston. 100,000 


(a) mori 
April 1, 1925, 


21 8 


34,052 
2,366 
2,000,000 15,212'899 


205,000 
a 135,349 

, -_ a 1,449,578 
463,582 

1, 000, 000 14,333,219 


750,000 4,916,978 
500,000 1,941,58 


5,000,000 39,891,827 

500,000 5,779,742 
0,000 10,839,100 
938,765 
260,771 


250,000 1,645,665 
Pennsylvania Indemnity Ex., Phila.. 300,000 2,081,677 
234,803 
1,400,000 11,211,738 
504,912 


(b) Coma began business March 1, 1925. 


2,774,210 1,364,832 1,000,681 






2,032,794 3,230,081 











76,243 926,777 738,508 424,023 386,734 
3,000,000 6,951,796 6,857,236 2,851,694 2,964,348 
137,400 94,520 90,294 29,266 19,126 
127,147 10,367 9,576 4,549 2,729 
1,195,151 175,206 1 ae 462 43,885 6,488 
343,918 147,113 38,807 b 
3,603,523 7,106,245 6,137, 600 2,660,987 2,196,330 
2,671,048 4,352,751 3, 687, 532 41,347,220 
i 546, 330 536,060 36 156,997 
5,746 549,920 95 312,135 
1,768,959 1,654,956 1,375,234 501,008 
846,113 437,499 396,113 134,270 
10,533,591 16,316,302 14,654,774 6,976,031 pyre 
1,895,188 3,163,692 2,942,434 2,017,717 1,915, 784 
4.480.707 5,050,286 3,031,013 1, 587,282 752,134 
434,570 339,636 265,645 114,827 60,137 
178,238 91,569 54,402 21015 9.726 
492,562 793,563 582,014 199,798 132,208 
623,766 1,1 A 111 rj 325,733 B 
177,237 359 a a 
1,892,069 3,010'62 8 1,093,718 1,130,051 
141,244 238,736 139,806 104,547 





(d) Includes claim expenses, (f) Organized 
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Home Office Buildings 






The prompt, efficient and fair handling of claims by 
the Maryland Casualty Company makes it easy 
for Maryland Agents to retain old and 


write new business. 


Maryland (Casualty Company 


Baltimore 


Claim Offices Conveniently Located 


Over $100,000,000 paid in claims 























An Investment in Happiness 


—is a connection with the 
Philadelphia Life Insurance Company 


Every Representative has the Joy that 
comes from: 


1. Having The Thing That Will Sell--we 
have a great variety of policy 
contracts with very liberal features. 

2. Treatment That Makes Work Pleasant-- 
every Home Office official has the 
Fieldman's viewpoint--is helpful, co- 
operative, appreciative and under- 
standingly friendly. 

3. Opportunities To Get What You Earn-- 
liberal commissions and renewals. 
Contracts all direct. Non-Par pays 
same lst year as Par. Prospect- 
finding plan--Advertising aids, etc. 
Every help to help you sell. 

4. Knowing You Have a Lifetime Connec- 
tion-- many have been with us 10-15- 
20 years. We're young and growing 
rapidly--promotions from the ranks. 


Address: Manager of Agencies 


A. M. HOPKINS 


111 No. Broad St. Philadelphia, Pa. 
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Building a Reputation for Service 


Certain brands of merchandise are so conspicuous 
for high quality that their names, when we read or 
hear them, automatically suggest superiority. There 
is a make of automobile—and a watch—and a piano— 
which create an instant impression of ‘‘class’’: whose 
goodness you involuntarily acknowledge. 


Similarly the Peoria Life, by years of conscientious 
attention to the interests of its agents and policy- 
holders, has built up a reputation for Service. Such 
a reputation does not come as a result of claims and 
pretentions, unsupported by the facts. The public 
recognizes excellence only when there is excellence to 
be recognized. Not just fair or average excellence, 
but of a degree striking enough to attract notice and 
cause comment. 


The Peoria Life has not been satisfied merely to 
talk Service: it has never for a moment relaxed its 
efforts to give the most complete and useful Service 


possible. Such an ideal, persistently followed, ex- 


plains why the name of the Peoria Life, when heard, 
instinctively suggests “SERVICE TO AGENTS” 
and “SERVICE TO POLICYHOLDERS!” 


Peoria Life Insurance Company 


Peoria, Illinois 
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RAPS OVER=INSURANCE 





Accident and Health Indemnity 
Should Not Exceed Insured’s 
Normal Income 





THOMAS M. BALDWIN’S REPORT 





Superintendent for Washington, D. C., 
Says Problem Is Up to Companies 

WasuincTon, D. C., August 3.—Individuals 
who take out accident and health policies call- 
ing for indemnities greater than their income 
should be controlled by the companies, it 1s 
declared by Thomas M. Baldwin, Superintend- 
ent of Insurance of the District of Columbia, 
in his annual report, just made public. 

It is pointed out by Superintendent Baldwin 
that for persons to take out policies which call 
for much heavier weekly or monthly pay- 
ments than they normally enjoy as income, 
means that fraud can be perpetrated through 
the connivance of physicians who will make 
out fictitious claim blanks. 

“When such policyholders know that they 
can obtain unlimited benefits for accident or 
illness many times they yield to the solicita- 
tion of unscrupulous agents and as a result 
take out more insurance than they can possibly 
pay for,” declares the report. “This means 
the lapsing, sooner or later, of policies, thus 
causing trouble and financial loss to both the 
companies and their agents, as well as dissatis- 
faction to the insured. 

“An agreement should be made between all 
these insurance concerns as to the maximum 
amount of weekly or monthly benefits that will 
be paid to any policyholder, which in no case 
can exceed the total income of the insured. 
Each application for insurance should show 
the total amount of insurance in force, as well 
as the name of each company, and when it is 
discovered that there is overinsurance, the ben- 
efits should be pro-rated, and accordingly re- 
duced to the proper basis.” 

The statistical report of the department 
shows premiums totaling $22,319,645 were col- 
lected in the District of Columbia in 1925, 
against $19,637,322 in 1924, while losses paid 
totaled $6,619,897, as compared with $6,513,- 
84 in the previous year. An improvement 
over 1924 in the percentage of fire losses to 
premiums is shown; in 1924 fire premiums 
amounted to $2,234,029, with losses of $871,- 
674, or 39 per cent, and in 1925, premiums 
were $2,521,708, with losses of $847,686, or 
approximately 33 per cent. 


Appointed Special Agent at Boston 
Branch 
The Metropolitan Casualty Insurance Com- 
pany of New York has announced the appoint- 
ment, effective August 1, 1926, of Larry E. 
Shaffer as special agent to be attached to their 
Boston branch office, 40 Broad street. 
Mr. Shaffer comes to the Metropolitan Cas- 
ity Company, his association with that organ- 
talty from the London and Lancashire Indem- 


ization having been that of field supervisor in 
Western Massachusetts. 


U. S. Fidelity and Guaranty’s Progress 

The premiums of the United States Fidelity 
and Guaranty Company of Baltimore in the 
first six months of 1926 aggregated $18,720,- 
178, against $18,266,885, notwithstanding the 
fact that the company suspended writing com- 
pensation policies on coal mine risks on Janu- 
ary 1, and will relinquish about $1,000,000 of 
premiums on this account. Early this year 
the company increased its capital $1,000,000, 
the premium on the new stock adding $1,000,- 
ooo to net surplus. As of June 30, the assets 
aggregated $49,152,618—an increase of over 





$4,000,000 since January 1—and the surplus to 
policyholders is now $14,221,573 (including 
$6,000,000 capital), an increase of $2,600,000. 


Security Union Casualty Now Has $250,- 
000 Capital and $305,896 Surplus 

A. A. Ohlin, vice-president of the Security 
Union Casualty Company of Houston, points 
out that by reason of the recent sale of addi- 
tional stock for an aggregate of $300,000 
divided between capital and surplus, the organ- 
ization now has a capital of $250,000 and a 
surplus of $305,896. Most of the money was 
collected during July and will enable the com- 
pany to expand its operations and more inten- 
sively develop its territory. 
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Attention of General 
Insurance Brokers 


Do you realize the wonderful selling possibilities 
of Credit Insurance? Do you know that thousands 
of well-known Manufacturers and Jobbers in 
every line—in every part of the country—carry ; 


A 


policies of 


American Credit Insurance? 


Dr 
T 





Do you know that this broad protective service 
is endorsed by bankers? That it is extensively 
advertised? That it offers an exceptionally effi- 
cient Collection Service, through an organization 
of trained specialists operating in 12 strategical 
cities of the United States and Canada? 


Perhaps you know these things, but have said \ 
that Credit Insurance is too technical, too in- 
It is true that it requires 
a specially trained agent to sell our policies; but 
we have originated a plan by which a General 
Insurance Broker can function in co-operation 
with our regular agents—and make money doing it. 


volved for you to handle. 


Why not investigate the possibilities? Find 
out how many of your present clients are not 
protected by Credit Insurance, then write or 
phone any of our offices for full particulars of our 


plan. 


CThe AM ERICAN 


CREDIT~ INDEMNITY Co. 


J. F.M° FADDEN, presIDENT 


OF NEW YORK 


Offices in all leading Cities 


New York, St.Louis, Chicago, Cleveland, Boston, 
San Francisco, Philadelphia, Baltimore, 
Detroit, Atlanta, Etc. | 
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Prominent Agents and Brokers 





Actuarial 








Adjuster 








LEON IRWIN & CO., Inc., New Orleans. La. 
Representing 
Fidelity Phenix Fire United States Fire let Fn of 
rt 




















of New York of New York 
Automobile of Hart- —— Liberty of New Amsterdam 
ford New York Casualty Co. 
Standard of New State of Penn. Indemnity Company 
York —— of New of America 
National Union of 
Pittsburgh BROKERS’ LINES SOLICITED 
Actuarial 








Established 1865 by David Parks Fackler 
EDWARDB.FACKLER WILLIAM BREIBY 


FACKLER and BREIBY 
Consulting Actuaries 


Audits Calculations Consultations 
Examinations Valuations 


50 BROAD STREET NEW YORK 








MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 


Bar Building, 36 W. 44th St. 
NEW YORK 











Woodward, Fondiller and Ryan 
CONSULTING ACTUARIES 


Actuarial, Statistical and Accounting 
Service in All Branches of Insurance and 
for Pension Plans: Office Systems and 
Reorganization. 





75 Fulton Street New York 











DONALD F. CAMPBELL 
CONSULTING ACTUARY 


160 No. LA SALLE ST. Telephone State 7298 
CHICAGO 


GEORGE B. BUCK 
ACTUARY 


Specializing in Employees’ 
Benefit and Pension Funds 


25 SPRUCE ST. NEW YORK 








SAMUEL BARNETT 


CONSULTING ACTUARY 
INSURANCE LAWYER 


502 Forsyth Bldg. ATLANTA, GA. 


SANBORN & SLOAN, Ltd, 
AUTOMOBILE INSURANCE 
ADJUSTERS 


Anywhere in Province of Ontario, Canada 
401 ROYAL BANK BLDG., TORONTO, ONT, 

















Statisticians 














COPELAND and COTHRAN 
CONSULTING ACTUARIES 


Southeastern Trust Building 
ATLANTA, GEORGIA 











E. L. MARSHALL 
CONSULTING ACTUARY 
Hubbell Building 
DES MOINES, IOWA 


Underwriters 
Statistical 
Bureau, Inc. 





We render complete statistical service and 
relieve you of the pressure of annual statement 
filing. 

We are also equipped to prepare cancellation 
and reinsurance schedules, or handle any job 
where the use of tabulating machines or comp- 
tometers is desirable. 


Phone: BEEKMAN 1461 


81 Fulton St. New York City 




















T. J. McCOMB 
CONSULTING ACTUARY 


Colcord Bldg., OKLAHOMA CITY, OKLA. 











A.SIGTENHORST,F. A.I.A. 
CONSULTING ACTUARY 


National City Bank Bldg., WACO, TEXAS 














JAMES H. WASHBURN, F. A. I. A. 
CONSULTING ACTUARY 

LIFE INSURANCE—Ordinary, Intermediate, 

Group, Industrial and Special Classes 
WORKMEN’S COMPENSATION 
Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 

Cable Address: Gertract, New York 

165 BROADWAY NEW YORK CITY 








HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 


OMAHA DENVER DES MOINES 











F. M. SPEAKMAN, C. P. A. 
CONSULTING ACTUARY 


BURNS & SPEAKMAN, Certified Public Accountants 


THE BOURSE PHILADELPHIA 











ABB LANDIS 
CLARENCE L. ALFORD 
Consulting Actuaries 


INDEPENDENT LIFE BLDG. {| ~ 
NASHVILLE, TENNESSEE 











L. A. GLOVER & CO. | 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 


29 South La Salle St., Chicago 








(Now Ready) 


INDUSTRIAL LIFE 
INSURANCE 


New edition, revised and enlarged 


HISTORY, STATISTICS, PLANS 
CANVASSING HELPS and SUGGES- 
TIONS 


A valuable book devoted to the service 

of those engaged in a most important 

branch of life insurance service. 
INDUSTRIAL LIFE INSURANCE 


sets forth the history of the business, 
explains its problems and tells agents how 
to conduct and increase their business. 


It is 
A Guide to the System of Industrial 
Life Insurance 


A Source of Inspiration and Helpful 
Hints 


A Reliable Text Book 
PRICE $3.50 


Liberal Discount on 
Quantity Orders 


TRE SPECTATOR COMPANY 
CHICAGO NEW — 
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INSURANCE STOCK QUOTATIONS 
All Bids and Quotations Subject to Con- 
firmation 


The following quotation, as of Aug. 2, 1926, 
are from reliable New York and Hartford 
stock houses and if any of our readers are in- 
terested in stocks not appearing in this list, the 
Research Bureau of THe Spectator will en- 
deavor to give to any correspondent whatever 
information may be desired. 

It can be readily understood that these quo- 
tations are nto firm, due to the fluctuation of 
the market and are only intended to indicate 
the activity of their trading: 


Bid Offered 
Agricultural 
Ralph B. Leonard & Co., N. Y..... 245 265 
Alliaace Fire 
Gilbert Elliott & Co., N. Y........ 43 47 
American Alliance 
Gude, Winmill & Co., N. Y........ 288 295 
J. K. Rice, Mes Se COR NR Mec onc co 240 300 
Gilbert E lliott & CO Ny Bose ciniccivs 290 310 
American Casualty 
McCown & Co., Phila............ 25 35 
American Ins. Oo. 
Ralph B. Leonard & Co., N. Y..... 21 24 
American Surety 
Gilbert Elltott & Co., N. ¥........ 184 189 
Gude, Winmill & Co., N. Y........ 184 189 
Camden Fire 
McCown & Co., Phila. and N.Y... 1314 1414 
Ralph B. Leonard & Co., N. Y..... 13 15 
Carolina Insurance 
Gude, Winmill & Co., N. Y........ 29 32 
Gilbert Elliott & Co., N. Y........ 29 33 
Tek Rice Ji & Con No M...6.. 30 35 
City of New "York 
Gilbert Elliott & Co., N. Y........ 290 310 
Gude, Winmill & Co., N. Y........ 290 305 
Ralph B. Leonard & Co., N. Y..... 290 300 
Continental 
Gilbert Elliott & Co., N. Y........ 129 131 
Gude, Winmill & Co., N. Y........ 129 131 
Ralph B. Leonard & Co., es Wee eccs 129 131 
JB Rice. hr... & Co. No Y osc c 128 132 
Fidelity Phenix 
Gilbert Elliott & Co, 1 0 ee 185 189 
Gude, Winmill & Co., N. Y....... 185 188 
J. K. Rice, Jr., & Co. ING Mts secs 185 190 
Ralph B. Leon: wd & C o., N. Mito ios 185 189 
Fireman’s of Newark 
Ralph B. Leonard & Co., N. Y..... 226 232 
Fire Ass'n of Philadelphia 
McCown & Cc., Phila. and N. Y... 51 52 
Franklin Fire Ex Div. 
Gilbert Elliott & Co., N. Y........ 172 180 
Gude, Winmill & Co., bee an 171 177 
McCown & Co., Phila. and N. 5 ae 170 177 
Globe & Rutgers 
Gilbert Elliott & Co., N. Y........ 1440 1465 
Curtis & Sanger, N. vi: escicexs- cae 1470 
Ralph B. Leonard & Co., "N.Y..... 1485 1460 
Great American 
Curtis & ASE NUM or once sige aio o's 278 
Gilbert Elliott & Co., N. Y........ 278 
Gude, Winmill & C o., j.  S ere 278 





Ralph B. Leonard & Co., IiWecxns 278 
Hanover Fire 


Te We AeCG he. OOO ING Migs. et sc 190 195 

Ralph B. Leonard & Con i: a oe 187 192 

Gilbert Elliott & Co., N. <b ai et 190 195 
Harmonia 

Pe Reo eee s Piss Oe Can Ni ae ocvie cis 46 52 
Home Insur: ance 

Gilbert Elliott & Co., N. V........ 335 340 

Gude, Winmill & Co., N. Y........ 335 339 

J. K. Rice, Jr., & Co. IN. Maataeweas 336 340 

Curtis & Sanger, Ns pcteiarecw aoe are 335 340 
Homestead 

Je Re, Ietee. ae. Sei Ca. MIM. 6. 6 ice 27 30 

Gilbert Elliott ’& C Oe Ne, Mesias iene 27 30 
Importers & E xporters. 

Curtis .& Sanger; Ne Wiss. cece. 65 70 
Insurance Co. of North America 

Gilbert Elliott & Co., N. Y........ 51 53 

Ralph B. Leonard & (Co. | ee ee 50 52, 
Insurance Securities Co., Inc. 

(Union Indemnity Group) 

Gilbert Elliott & Co., N. Y........ 1915 20% 
Maryland Casu: alty a 

Curtis & Sanger, N. V............ 95 97 
Metropolitan Casuz ulty 

Curtis & Sanger, Deu ilale celele a ticles 85 90 
Milwaukee Mechanics 

Ralph B. Leonard & Co., N. Y..... 35 38 

Gude, Wimmill & Co. N. . Ee 36 38 
National Surety 

Curtis: & Sanger: WoW sci. cis ceeee 217 221 
New Jersey Fire Ins. 

Ralph B. Leonard & Co., N. Y..... 35 40 

_Gilbert Elliott & Co., N. Y......+. 35 40 

Niagara Fire 

Gude, Winmill & Co., Miecavcuns 225 232 
Northern Insurance 

Gude, Winmill & Co., pe ene 270 280 
North Riv er 

Gude, Winmill & Co., N. Y........ 108 115 


Pacific 
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Miscellaneous Insurance 








Bid Offered 


Gilbert Elliott & Co., N. Y........ 100 110 
Reliance Ins. 
B® McCown & Co., Phila. and N. Y... 20% 21% 
Stuyvesant 
Gilbert Elliott & Co., N. Y........ 210 218 
U.S. Fid. & Guar. 
Gilbert Elliott & 'Co.,. N. Vu.ccesc 199 202 
U. S. Fire 
Gilbert Eliott & Co., N. Y......«. 136 143 
Ralph B. Leonard & ‘Cai, (. i) peer 136 142 


U. S. Merchants and Shippers 
Gilbert Elliott & Co., N. 240 25 
Ralph B. Lecnard & ‘Go, Ws We ozes 235 24 
Curtis & Sanger, N. 25) 
Victory Insurance 
McCown & Co., Phila. and N. Y... 21 22 
Westchester Fire 
Gilbert Elliott & Co., N. Y........ 4416 é 
Ralph B. Leonard & Co., N. Y..... 4414 514 


HARTFORD STOCKS 
Aetna Casualty and Surety 


Roy T. H. Barnes & Co., Hartford. 750 770 

Conning & Co., Hartford. : 760 780 
Aetna Insurance (Fire) 

Roy T. H. Barnes & Co., Hartford. 520 540 

Conning & Co., ne rd Ea pa oe 520 530 

Gilbert Elliott & Co., PO a othe 520 540 
Aetna Life Stock 

Roy T. H. Barnes & Co., Hartford. 665 675 

Conning & Co., Hartford.......... 665 675 

Gilbert Elliott & Co, N. ¥ utara 670 680 

Kae a Life (Full Paid iteccipts) 

Conning & Co., Hartford.......... 665 675 
Automobile Insurance 

Roy T. H. Barnes & Co., Hartford. te 305 

Conning & Co., H: urtford. Rape ae 280 300 

Gilbert Elliott & Co., N. Ses 290 310 
Conn, General Life 

Roy T. H. Barnes & Co., Hartford. 1700 1730 

Scouin & Co., Hartford.......... 1700 1750 
Hartford Fire 

Roy T. H. Barnes & Co., Hartford. 529 530 

Conning & Co., H: artford. : 515 525 
Hartford Steam Boiler 

Roy T. H. Barnes & Co., Hartford. 675 ‘tec 

Conning & Co., Hartford.......... 680 700 
National Fire 

Roy T. H. Barnes & Co., Hartford. 745 760 

Cenning & Co., Hartford ee % 745 755 
Phoenix Insurance 

Roy T. H. Barnes & Co., Hartford. 570 580 

Conning & Co., Hartford.......... 570 580 


Travelers Insurance 
Roy T. H. Barnes & Co., Hartford. 1180 1200 
Conning & Co. Hartford. - 1185 1200 
Gilbert Elliott & Co., N. ¥ 85 


NEW ENGLAND STOCKS 


American Investment Securities Co. 


Chas. A. Day & Co., Inc., Boston. . 7 8 
Boston Casualty 
Chas. A. Day & Co., Inc., Boston. . 14 17 


Boston Insurance 


Chas. A. Day & Co., Inc., Boston. . 450 475 
Capitol Fire Ins. Co. 

Chas. & Day & Co., Inc., Boston... 275 
Columbia National Life Ins. Co. 

Chas. A. Day & Co., Inc., Boston. . 172 
Conveyancers Title Ins. Co. 

Chas. A. Day & es Inc., Boston. . 100 
Mass. Bond & Ind. 

Chas. A. Day & Co., “Ine., 3oston.. 252 258 
Mass. Title Ins., pfd. 

Chas. A. Day & Co., Inc., Boston.. 40 
New Hampshire Fire 

Chas. A. Day & Co., Inc., Boston.. 355 
Old Colony Insurance 

Chas, A. Day & Co., Inc., Boston. . 210 
Providence W: ashington 

Chas. A. Day & Co., * Boston. . 305 315 

Gilbert Elliott & Co. a. wi a 300 310 

Ralph B, Leonard & €o. Pi, Fo Serge 305 315 
Securities Insurance of New Haven 

Ralph B, Leonard & Co., N. Y..... 84 87 
———— Fire & Marine 

Chas. A. Day & Co., Inc., Boston.. 455 
United Life & Accident Insurance 

Chas. A. Day & Co., Inc., Boston.. 48 





Help Wanted 








ACTUARIAL OPENING 


For student or young man looking for 
an opportunity to begin in office of 
Consulting Actuary located in the East. 
Chance for right person to ultimately 
work into excellent position. Please 
furnish full information as to experi- 
ence, if any, and salary expected. An- 
swers treated as strictly confidential. 
Address Consulting Actuary, care THE 
SPECTATOR. 











PERSONAL ITEMS 











Charles B. Knight, general agent in New 
York for the Union Central Life, returned to 
his duties in this city last week after a three 
months’ vacation in Europe. As the Olympic 
steamed up the bay it was met by a tug boat 
loaded with men armed with megaphones 
shouting vociferously for Mr. Knight’s appear- 
ance on deck. They were members of a com- 
mittee from the agency office, which had gone 
down the bay to welcome him. 


Chandler Bullock has been elected director 
of the American Trust Company of Boston. 
Mr. Bullock is vice-president and general 
oe of the State Mutual Life of Worcester, 

ass 

Wilfred Kurth, vice-president of the Home 
Insurance Company of New York, last week 
observed the twenty-fifth annversary of his 
wedding at his home in Ridgewood, N. J. He 
was married in Hartford, Conn., July 31, 1901, 
to the then Miss Ethel A. McLean, daughter 
of Captain and Mrs. William H. McLean. 





Home Office Man 
WANTED 


A small, well-established eastern life 
insurance company would like to secure 
a man who has had home office experi- 
ence, particularly policy issuing. Address 
I. L. E., care of THe SPECTATOR. 








Lost Policy 


$50.00 REWARD will be paid for name 
of company in which SIDNEY HOW- 
ARD HANNON, deceased, held paid up 
endowment policy maturing in 1926 or 


1927. 


Patterson & Brinckerhoff 
52 Vanderbilt Avenue 
New York City 














COLUMBIAN 
NATIONAL 
LIFE 


We have a market in 
Columbian National Life 
Stock 


Will BUY or SELL 
CHAS.A.DAY&CO. 


Incorporated 


Specialists in Insurance Stocks 
Sears Bldg., Boston, Mass. 












































Our Agents Have 


A Wider Field— 
An Increased Opportunity Because We Have 


Age Limits from 0 to 60. 

Policies for substantial amounts (up to $5,000) for Children on a variety 
of Life and Endowment plans, thus enabling parents to buy all of the 
Family’s insurance on the Ordinary, i. e. Annual, Semi-Annual or Quarter- 
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ly Premium plan. 


Same Rates for Males and Females. 


Double Indemnity and Monthly Disability Income features for | | | 


Males and Females alike. 


Standard and Substandard Risk Contracts, i. e. less work for nothing. 


We have openings in Ala., Ark., Dela., D. C., Fla., Ga., Ill., Ia., 
Kans., Md., Mich., Minn., N. M., Okla., S. D., W. Va. 


THE OLD COLONY LIFE INSURANCE COMPANY 
of CHICAGO, ILL. 


B. R. NUESKE, President 


The Company has its Home Office in its own building at 166 W. Jackson Blvd. running through 


Participating and Non-Participating Policies. 
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Quincy and Wells Street, right in the heart of Chicago’s Financial District. 





























HOW DOES THIS STRIKE YOU? 


The Golden Rule Agent’s Contract has been Revised and Improved 


60% graded and one renewal right off the bat. 
5% extra for cash. 
Bonus and additional renewals for volume. 

Five renewals of 5% for a volume of $25,000 paid personal 
production in any agency year. 

$1.00 per thousand bonus and 10 renewals for $50,000 
$2.00 per thousand bonus and 10 renewals for $100,000 
$3.00 per thousand bonus and 15 renewals for $300,000 
$4.00 per thousand bonus and 15 renewals for $600,000 


AUTOMATIC PROMOTION—VESTED RENEWALS— 
UNRESTRICTED TERRITORY AND THE RIGHT 
TO APPOINT OTHER AGENTS 

Their volume is combined with yours, and YOU receive the 
bonus and renewals for which you qualify and they fail to 
qualify on their business. 

There is our whole wonderful agency proposition in a nut shell. 


The Policies You Would Sell Are Equally Attractive. 

You have heard of Perfected Endowments which are 
Ordinary Life with endowment additions and return the savings 
in addition to the face of the policy in the event of death. You 
should also investigate. 

THE PREFERRED RISK $5,000.00 SPECIAL 


Ordinary Life—$5,000—Age 35—Premium...... $106.50 

Dividend $17.25—First Year Net Cost.......... 89.25 

or $17.85 per thousand. (Contingent opon payment of the second premium.) 

Compare our net cost with that of your favorite company or 

with Government Insurance. You have a surprise coming 
AND THE END IS NOT YET! 


The Columbus Mutual Life Insurance Company 
580 East Broad St., Columbus, Ohio 
C. W. Brandon, President D. E. Ball, Vice Pres. & Sec’y. 














The Lure of the 
Singing Line 


When the wily mountain trout takes the fly and 
makes the line fairly sing it affords a thrill ob= 
tained in no other way. 


The vacation this year for Lincoln National Life 
agents who qualify for the Twenty-First An- 
niversary Jubilee Convention to be held in Rocky 
Mountain National Park in September will hold 
the thrill of trout fishing. 


Lincoln National Life agents who love the spell 
of the rugged Rockies and the beauty of the 
numberless mountain lakes are sure that it 
pays to 
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The Lincoln National Life 


Insurance Co. 
“Its Name Indicates Its Character” 
Lincoln Life Building, FORT WAYNE, IND. 
More Than $425,000,000 in Force 
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The Key to Prosperity 


By N. S. ToMiinson 





Supervisor in Charge, Alabama Department, Reliance Life Insurance Company 


INTRODUCTION 


There are two types of people in the insur- 
ance business who cannot be helped by the 
ideas and suggestions I am going to give you. 
They are the skeptics and the ones who will 
not work. If you art so unfortunate to be 
either one, stop immediately. 

You have heard of many theories that would 
work wonders in increasing your business. In 
short, you were told to see more people. I 
am not going to tell you that, because you 
might be seeing too many now. Five or six 
real interviews each day after the proper 
thought, study, preparation and planning is a 
good day’s work. 

You may rest assured that what I shall say 
is not theory but has been successfully and 
profitably used by the majority of our agency 
force. As proof of this statement permit me 
to give you a few facts from company records. 

In 1924, one of our representatives paid for 
75 policies for $83,000, or an average policy of 
$1100. In 1925 his record was 79 policies for 
$175,000, or an average policy of $2200; only 
four more policies, but $92,000 more business, 
and 100 per cent increase in the average policy. 

Another, in 1924, paid for 65 policies for 
$131,000; an average policy of $2000. The 
same man in 1925 paid for 80 policies for 
$252,000, or an average policy of $3100. He 
made 15 more sales but had $121,000 more 
business and raised his average policy $1100. 

Still another, in 1924, paid for 60 policies for 
$85,000, or an average policy of $1400 and, 
during 1925, his record was 76 sales for $252,- 
900, or an average of $3300 per policy. He 
made 16 more sales, an increase in business of 
$167,000 and raised his average policy $1900 
over the previous year, which was an increase 
of approximately 150 per cent. 





The accompanping article from a leaf- 
let of the same title published by the 
Reliance Life Insurance Company, of 
Pittsburgh, Pa. The leaflet is number 
three of an educational series being pub- 
lished by that company.—Enitor’s Nore. 











In 1924 there were 18 club members in the 
Alabama department who paid for an average 
of $122,000 life insurance. The same club 
members in 1925 paid for an average business 
of $187,000 each, or an increase of $65,000 per 
man. At an average commission of $20 a 
$10co insurance, each made about $100 a 
month more in 1925 than he did in 1924. I 
maintain that such an increase in the earnings 
of 18 men who live in the cities, towns and 
rural sections, is worthy of note, and that 
whatever they did to bring about such increase 
is worthy of consideration. 

From previous records on applications pass- 
ing through the Alabama department, it was 
found that more than 75 per cent were for 
$2500, or less. These applications were from 
the masses. Our object was to raise the aver- 
age application in this group which we found 
was being hounded to death with the same old 
insurance canvass: “Take $1000 more so you 
will have an even $5000” or “the premium on 
$1000 more is only $23.23.” 

We wanted something that would accomplish 
this, get more business for the company and in- 
crease the income of our representatives, with- 
out using the old, worn-out remedy of suggest- 
ing more work. We were searching for some- 
thing different and new! Something that would 
get us ertirely away from the things the 
average insurance man says and does, and 
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certainly something that would eliminate all 
“company”—“policy”—“comparing” and “figur- 
ing” interviews, or arguments as they usually 
are. 

Without going into detail, we found exactly 
what we wanted. It is a plan of monthly in- 
come insurance and is known as “special 
monthly income.” The men using it are 
simply “mopping up” in the true sense of the 
word. It has positively gotten them away 
from small policies. To illustrate: Look at 
this in print: “$2500.” Now look at this: 
“$100.” The prospect sees it exactly as you 
do and it has the same psychological effect. 
If we add to the “$100” these words—“per 
month for five years”—-we have said a whole 
lot, but it is covered up. “$100 per month for 
five years” calls for actual insurance of $5530. 
So you see, while it looks small, it is twice as 
large as the larger looking amount. It sells 
much better and a lot easier than a policy for 
$2500. 

Let me give you a few of our experiences 
in this connection. A man was recently sent 
to our office by a lawyer. None of the city 
representatives were in, so I saw him. I first 
got his confidence and made him see and feel 
that I was his friend; that he could absolutely 
depend upon me to be fair in my dealings with 
him. After getting his confidence I stopped 
talking. He sat perfectly motionless a full 
minute. Finally, he said he would speak only 
in the strictest confidence and that he had 
never discussed the subject with anyone but his 
lawyer. Inasmuch as his identity will not 
be known, I will relate some of the story. 

He was having some domestic troubles, and 
they were of such nature that I do not blame 
him for not wanting them known. All of a 
sudden he became embarrassed. His nerve 
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unlimited production. 


rights. 





Reading - Lancaster - York, Pa. 
seneral Agency of a Pennsylvania Company 
Territory unsurpassed and large enough for an 
Contract as good as the best, with exclusive 
Confidential communication invited from those 


with clean records and with ability to handle 
such an agency. Address 


Exclusive, care of THE SPECTATOR 








failed him. He turned red in the face and got 
up to go. I assured him that no one would 
hear what he was going to tell me, and I would 
forget it as soon as he left the office. So he 
proceeded. He had three children between the 
ages of ten and fifteen, whom he loved very 
dearly and wanted to protect. His lawyer had 
sent him to us with the idea of buying $1000 
insurance for each child, and he wanted it 
planned so there would be no possible chance 
of anyone but the children getting a cent of it. 

In a case such as this, isn’t monthly income 
insurance better than lump sum? I think it is, 
and suggested $25 a month for each child, pay- 
able over a ten-year period. I explained how 
iron-clad was our beneficiary clause; how cer- 
tain the monthly check would be and how 
we guaranteed to handle it, without cost or 
loss, and pay it as he directed. He agreed 
with me readily and the applications were 
signed. Such a plan calls for $7641 insurance. 
He had come to the office to buy $3000 lump 
sum insurance, but he bought $25 per month 
for 10 years for each child, something he liked 
a lot better, and surely it was much better for 
him than lump sum insurance. This man has 
a salary of about $150 a month. He not only 
bought $7641 life insurance, but $100 a month 
accident and health for himself. The premium 
of about $220 has since been paid in full. How 
many men of that type have you ever sold 
$7500 ordinary life participating insurance with 
the premium payable annually, with payment 
in full in three or four months after the ap- 
plication was made? Do you think I could 
have, in thirty minutes’ time, sold this man 
$7500 lump sum insurance? He has stopped 
me on the streets three times since he bought 
his policy and told me how much he appreciated 
what I did for him; what a wonderful arrange- 
ment he knows he has made; how happy he is 
over having it in force and says that it will 
remain in force as long as he lives if it takes 
the last dollar he has. The whole secret of 
his attitude is due to the fact that it was a 
splendid remedy for his needs. It might in- 
terest you to know that, since he became our 
policyholder, the lawyer who sent him to our 
office has become an applicant for a monthly 
income policy, but on a much larger scale. 


His application was for $19,000. 

Many men will buy a monthly income ar- 
rangement if you handle them right, and let 
all conversation, discussion, thought and figur- 
ing (when there must be figures) be on the 
“monthly income” and not on lump sum insur- 
ance, or the actual insurance necessary to pro- 
vide the monthly income under consideration. 
Remember, these people think, figure and deal 
on a monthly income basis. They are used to 
$100 or $200 at a time. When you begin talk- 
ing in the thousands you scare them to death. 
Don’t you see how big $5000 looks to them? 
They have never had that much in their lives. 
Let us analyze their reasons for taking insur- 
ance. Isn’t it a desire to replace their income 
in event of premature death. How is that 
paid by their employer, or how do they get it 
if they are in business for themselves? The 
answer is obvious. Then, can’t you see how 
the “monthly income” idea dovetails into the 
very reason they have for taking insurance? 
Isn’t that logical? Lots of them could buy 
$7500 policies at one time, but the average in- 
surance man, when talking to them, talks about 
$1000 or $2000, which to them looks large. As 
I see it, the biggest reasons they don’t buy 
larger policies is simply because of this habit 
of their training and experience. 


A short while ago a prospect was called on, 
according to our methods, which is first to get 
close to your man, secure his confidence, and 
obtain such information which will enable you 
intelligently to sell him insurance. The man 
was 36 years old, had been married ten years, 
had a little son aged 6 (Junior, by the way) 
and he carried only $1000 insurance. He made 
it very plain that he did not want any more, 
but in a disinterested, joking manner finally 
gave our representative the information wanted. 
He had been in the habit of taking life insur- 
ance men as a joke. He tried this with our 
representative but it didn’t work. The aver- 
age insurance man would have allowed him- 
self to be kidded along, exchanging jokes and 
finally turning loose both guns trying to sell 
him a policy for his wife. This had probably 
been attempted several times a year during the 
past ten years but he had not bought any in- 
surance and, as he said, he did not want any. 


aR 





Pardon the digression here, but a_ thought 
comes to mind. Most men tell you they can’t 
carry any more insurance, when what they 
realy mean is, they “do not want any more,” 
just as they don’t want an operation for ap. 
pendicitis. But, if they need it and are shown 
the need plainly and positively enough, they 
will take it just as they crawl upon the oper- 
ating table. There certainly is nothing very 
pleasant or thrilling in either an operation or 
paying a $150 life insurance premium. Still, 
both are done every day if the need is def- 
nitely and positively known and the desire for 
attention or action is made strong enough. 

Now, back to our prospect of a second ago, 
Our representative saw that he was a very 
poor prospect, so he secured the names of one 
or two people who knew this man personally. 
The first one he called on was able to tell 
him that the man worshipped “Junior.” He 
was just “wild” about that boy—apparently a 
whole lot more so than he was about his wife. 

That was his soft spot. The result was a 
sale of about $6000. It was on the special in- 
come plan, to begin when the boy reached age 
15; then increased when he became 18, paying 
him a monthly income for nine months during 
the year for four years, when a lump sum of 
$2000 was paid. This sale was made on the 
second call. How many life insurance men 
do you suppose had tried to sell him and 
failed? Yet, we got some nice business on the 
second trip. The special income plan coupled 
with ability to think and recognize needs is 
the only reason why we have any insurance on 
that man’s life. 

Another case comes to mind. A 53 year old 
farmer, with a wife and several children, was 
interviewed by one of our representatives. A 
mental picture of the conditions which his wife 
would be up against in the event of his death 
was given him and one of these special income 
policies paying $50 a month for 10 years was 
what our representative had selected as a rem- 
edy for his need. After the interview was a 
few minutes’ old the farmer told him he would 
“take that.” Our representative had tried to 
sell this farmer several times before but had 
made no progress. As a matter of fact, the 
man had never bought any life insurance. After 
he had made application he told our man that 
he did not know that companies sold such in- 
surance. He would have bought insurance a 
long time ago but his wife had two brothers 
who were constantly in trouble and she was 
continually justifying their actions and had 
actually given them money. He felt that if 
he were to leave a lot of insurance money pay- 
able to her, she would not benefit much by it. 

There are thousands of men who are not in- 
terested in life insurance, but who will very 
readily buy a guarantee that their salary, or 
such portion of it as they are able to arrange 
for, will be paid for two, three, five, ten or 
fifteen years. 

Let’s suppose it were possible for a man to 
have five years’ notice of his death. Wouldn't 
he get his house in order? Wouldn’t he make 
certain plans and arrangements and adjust him- 
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self to the condition that was certain to come 
about? Ask him this and tell him that while 
we can’t give him this notice we most cer- 
tainly can give his wife five years’ notice, for 
instance, that his salary is going to stop. Ask 
him if his employer should offer to keep 5 per 
cent of his salary while he lives and pay 100 
per cent of it to his wife for five years after 
he died, wouldn’t he be interested? Talk about 
his salary being continued, point out the many 
pitfalls that await a widow with a lot of cash. 
Tell him he has trained his family on a monthly 
income basis and that his death will be a suffi- 
cient blow to them without his regular monthly 
income being cut off. Tell him that 95 per 
cent of the insurance left to women in cash 
is dissipated in about five years. Ask him if 
his hard work in earning insurance premiums 
is justified if his insurance legacy is handed 
over to some get-rich-quick swindler who may 
get at least part if not all of it. (Watch him 
bat his eyes real fast and swallow a few times 
when he gets this.) Tell him he doesn’t real- 
ize now how much his wife depends upon him 
for advice and suggestions and that because of 
this habit and training she is going to depend 
upon someone else after his death. Ask him if 
he knows who that one will be. He has it now 
within his power to advise her about some of 
her financial problems, arrange for this income 
which will give her a check on the first of 
every month, regardless of whether the sun is 
shining or it is raining; whether she is in 
Washington or Florida, or whether business is 
good or bad. 

The monthly income he now provides for 
his family is the keystone in the arch of life 
and everything depends upon it. Tell him that 
you are trying to help him keep that keystone 
in the arch so it will stand without any doubt 
for the term of years the income will run after 
his death. All statistics and authorities say 
that the first two years after a man’s death are. 
the hardest and most trying on his family. 
This is because they are suddenly cast into a 
new and entirely different world from that 
to which they are accustomed. If the monthly 
income is provided, his dependents may grad- 
ually adjust themselves to the change his death 
will bring about and will doubtless be able to 
meet nearly every condition if they are given 
at least three years’ notice to prepare for it. 

Selling life insurance is easy if you have 
familiarized yourself with the prospect and 
his needs. For instance, these special income 
policies work wonderfully well in guarantee- 
ing a child’s education if the father should die. 
If T were calling in a person with that idea in 
mind I would first make him think tbout that 
child for whom the policy was to be bought. 
That can best be done by asking questions con- 
cerning the child; questions that will suggest 
certain things to him and direct his thoughts 
where I want them to go. If my three year 
old son is doing something he shouldn’t, the 
best way to stop him is through the power of 
suggestion. Adults are grown up children. The 
only difference is that you must be more diplo- 
matic and tactful with them. If I want to sell 
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him a policy for “Bill,” I am going to make 
him think about “Bill” and not the policy. I 
would say, “Mr. Prospect,” did you ever go 
home, whistle a tune or two, or blow your 
auto horn and have little “Bill” run out yell- 
ing at the top of his voice, “Here comes Daddy, 
here comes Daddy!” Probably fall down the 
steps getting to you. Put his little arms around 
your neck and say, “Hey, Daddy, where’s that 
bring me?” 
Suppose that 


chewing gum you promised to 
Sure you have, “Mr. Prospect.” 
little fellow who swears by you, and what you 
do, could realize the advantages and value of 
a good education? Don’t you think he would 
have a perfect right to ask you, “Daddy, you 
say you love me just lots, but have you got 
things fixed so my education is guaranteed if 
you were not to live to give it to me?” If 
I were selling a man the idea of continuing 
his salary or income, I would make him think 
about his wife, his babies, his home and their 
comfort and welfare being safeguarded. 
Don’t ever try to sell a man on the first 
call. Get his interest; then, by all means, 
get his confidence and make him like you and 
your methods. Learn his weaknesses and pre- 
pare yourself by getting a definite appointment 
when he can stop his merry chase for the 
“almighty dollar” and think about his family 
for twenty minutes. Tell him you know he is 
busy, but certainly he is not too busy to think 
of his wife and little babies, who, you believe, 
come before everything else he possesses. Get 
an interview under the proper conditions. 
Study! Think! Visualize! Never call on 
a man until you have taken a few minutes off 
to think about him and the condition for which 
your policy is the remedy. If necessary, close 
your eyes and imagine yourself in his pres- 
ence. Figure out exactly what you are going 
At first; how he will respond; then, 
what you will answer. You have no idea how 
much confidence this will give you and how 
much easier his interest will be gotten. Give 
him human interest stories and mental pictures. 
It is not a scratch pad and pencil that sells life 
insurance best. I have checked up on this care- 
fully. Some of the most successful life insur- 


to say 


ance men in the profession use nothing but 
their ability to visualize with word pictures 
and human interest stories. 

I went home early cne rainy, bitter cold 
evening this past winter. Through the front 
porch window I saw my little girl sitting on 
the couch under the lamp studying her lessons, 
with a tablet on her knees and her little feet 
drawn under her. She was in deep thought, 
probably as to how to spell “cat” or “cow.” 
Chewing the end of her pencil, I could tell 
that she had come face to face with a serious 
problem in her little life. That picture of my 
child fighting her own little battles is what 
sells life insurance: sells it right, in good 
amounts, and keeps it sold. 

Every man has seen those pictures. Make 
him think about them and they will immediately 
flash across his mind. Then he doesn’t care 
what company you represent, the exact pre- 
mium rate, or any of that sort of stuff some 
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If he 


has any need for life insurance he will buy it. 


of us have used to great disadvantage. 


You will not have to sell it 

It might interest you to know that in selling 
prospective agents the opportunities in our 
business I use such methods. It has been my 
experience in the past few months to have 
two men stop me while talking and say they 
wanted me to take their application on this 
special income plan. 

If some of our largest and best producers in 
the United States use human interest stories 
and mental pictures almost exclusively in sell- 
ing lump sum insurance, don’t you believe you 
can get under a man’s skin murh closer with 
this method? I do not mean to go to the 
extreme with mental pictures and human inter- 
est stories. Certainly not any of the “sob stuff” 
but just the actual experiences of soine fami- 
lies you have known. Such pictures as the 
one of my little girl make men want life insur- 
ance. Here is one that will make them want 
it on the income plan. 

We recently issued a $6000 policy on a 
young man. In less than 30 days and before 
he paid the note given for the first premium 
he was accidentally killed. A check was deliv- 
ered to the young widow who had come into 
possession of $22,000 in cash as a result of her 
husband’s accidental death. Up to a year or 
so ago she had lived in the country all her 
life, and probably never had $100 at any one 
time. Overnight, her husband’s income was 
cut off and $22,000 in cash was dumped into 
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with this old, reliable company, in 
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eral agency contracts. 
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her lap. With a baby, only a few months old, 
needing her time and attention, she was given 
the added responsibility of that $22,000. I 
happen to know that her brother, who is about 
25 years of age and earning $175 or $200 a 
month is advising her how to invest this 
large sum of money. What kind of advice 
do you think she is getting from a young man 
who has had comparatively no business exper- 
ience and is not able to command a salary 
greater than $200 a month? 

A few years from now, monthly income in- 
surance will be the only plan bought by men 
for personal protection. Why not? It is 
bought to be used for house rent, food, cloth- 
ing, education and other expenses incident to 
a family. Aren’t those expenses taken care 
of by the month? Then, why leave a large 
amount of money in the safekeeping of a little, 
inexperienced woman to either invest or put 
in a local bank? Why not invest it with and 
in the sound and tried bank of “insurance com> 
pany” where it will earn interest, be taken 
care of by experienced financiers without cost 
or chance of any loss whatsoever, and have 
this bank give it to the little woman just as 
she received it before the breadwinner died? 
Let’s go further with the “service” we preach 
about so much. Let’s assist our clients to do 
that which we know is best for their own in- 
terests. I dare say there are not ten men in 
a hundred who have insurance to-day and who 
have had this service pointed out and fully 
explained to them. i 

You will probably be surprised to find many 
men who will buy more insurance when they 
are fully informed on this. Lots of men take 
the attitude: “If she will lose $10,000 she wiil 
lose $15,000.” They are right. Show them 
how it can be fixed to absolutely protect the 
ones they are trying to protect. In other 
words, a man buys insurance for protection. 
Let’s protect it for him by putting it on a 
monthly income basis. 

The best business you ever sold was sold 
for specific reasons and in amounts of two. 
three, or possibly ten times the amount of the 
business that was “just sold.” Think of that 
guaranteed income policy, that continuous 
monthly income, that business insurance. All 
those policies were bought for a specific, cer- 
tain and definite reason. These special income 
policies are most certainly for the same kind 
of reason. Therefore, they will stay in force 
much better and it is an admitted fact by all 
good life insurance men that the only kind 
of business that pays is that which stays on 
the books. If a man must drop some of his 
Insurance, isn’t it reasonable to suppose that he 
will keep a policy which protects a specific 
condition, instead of the one that someone sold 
him because it was “just a good thing to have”? 
The majority of people and homes in Amer- 
ca are run on a monthly income basis. It is 
natural because almost everything nature gives 
us comes gradually. Think of the sunshine. 


First, there’s darkness: then gradually the sun 
comes up, giving us light. 
Toot, grow and bloom. 


The flowers take 
The rain falls grad- 
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What would the condition be if it all 
In many cases, receiving all 


ually. 
fell at once? 
one’s insurance money in cash, causes about 
the same thing as a flood. But, if the rain 
comes slowly and gradually, think of the fine 
and beautiful things nature produces. 

Now whatever you do, don’t try to sell 
monthly income by talking $5000 or $10,000 
and putting it on a monthly income basis. So 
many men have tried it this way without secur- 
ing the desired result! It won’t work and by 
doing this you simply “kill the goose that lays 
the golden egg.” Keep away from all lump 
sum or actual insurance necessary to provide 
the monthly income desired. If a man asks 
you about that simply say: “This isn’t that 
kind of insurance.” 

The ordinary life policy is, in my opinion, 
the best plan of insurance to write when this 
kind of sale is being made. And we find about 
90 per cent of the people prefer the participat- 
ing plan. However, you should use your own 
judgment about this in each individual case, 
and be sure your client gets a plan of insur- 
ance that he likes and will keep in force until 
it becomes a claim. 

Monthly income! It will give you more 
thrills, pleasure, satisfaction and good applica- 
tions than you ever thought possible. I urge 
you to give it a trial. 


A Clever Selling Stunt 

Out in Iowa lives a certain banker named 
Victor D. Button. He has been a representa- 
tive of the American Central for but a com- 
paratively short time, and yet his fellow citi- 
zens know to a man that he is engaged in the 
life insurance business and they are doing all 
in their power to boost his sales. 

Particularly was Button’s popularity made 
manifest during the span of President’ Month, 
and it is to the banker-salesman’s ingenuity 
that most of his popularity can be traced. In 
the window of his bank, Button hung a sign 
large enough to attract the attention of pass- 
ersby and to be read with ease from a fair 
distance. Each day during the progress of the 
testimonial for Mr. Woollen, Button marked 
up on the sign the amount of business he had 
written in the tribute. All that the sign would 
say, for instance, was: “Business written to 
date—$75,000.” As soon as another app. was 
secured, the placard was taken down long 
enough to be corrected. 

Reports reaching the company’s home of- 
fice indicate that Button’s idea soon began 
to bear remarkable fruit. Pedestrians would 
read the sign, noting with interest that it was 
being frequently changed to show larger and 
larger amounts. Intense enthusiasm quickly 
developed in the community—prospects would 
be pointed out to Button by persons who passed 
the bank and became interested in the steady 
climb of his production. In fact, it is stated 
that right now the canny Hawkeye has enough 
names which were turned over to him during 
the testimonial to keep him busy for many 
weeks to come!—American Central Life Insur- 


ance Company. 
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The Awakening 


By Kaye Pornton 


“Rockton Station,” called out the conductor; 
and in a moment I was out on the platform. 
No wonder my big brother Jack made good 
on the Rugby team the way he grabbed me. 
“And how are Jane and the babies?” I asked. 
“Just wait until you see them. They are great 
voungsters—if I do say so myself,’ laughed 
Jack. “And you, Di, you look as though a 
holiday would not hurt. But hew grand you 
are! Always said you knew just what to wear.” 
“Flatterer,”’ I scoffed, and away we went to 
the wee bungalow, with its flowers nodding 
gaily, the dainty fresh curtains, the old brass 
knocker shining and the sundial that told you 
wonderful things. Such a welcome! A warm 
kiss and a close clasp from the merry-eyed 
Jane and bear hugs from Sonny and Jerry, 
who wanted to take me all ways at once to 
see their treasures. 

“Tt is splendid to see you again, Di,” said 
Jane. “And how the busy business world agrees 
with you! You look just like a million. Do 
open a salon and teach women how to dress— 
a fortune in a year or two.” “Well,” I re- 
torted, “just to take you up, I happen to be all 
booked and ready for a nice long buying trip 
abroad this fall. 
set.” “Great Scott!” exclaimed Jack, “bully 
for you, what will you bring back with all 
your wonderful goods—a Count?” Just then 
a wee hand stole into mine—“Please come and 
see our rabbit house,” whispered Sonny. How 
could I resist him? So away we went, and 
Jerry brought out her dolls, their lame chick 
“Mickey,” their their dog 
“Lover.” What a romp we had! 


Lots of good prospects all 


dicky bird and 
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3ack for tea on the lawn, with the soft blue 
sky and mother-of-pearl clouds drifting home 
from a party. “I think, Jack,” I mused, “that 
somehow you’ve managed to catch a bit of 
fairyland and have tucked it in just here. The 
glory of one’s success might be traded for such 
a spot as this.” No, Di, winked Jack, wag. 
ging a provoking finger at me, “you and your 
business career. Remember Bob Leighton 
Well, he drawled, “he seems rather fond of 
this spot too.” Good old Bob, I thought, with 
slightly heightened color (for memories will 
up)—“but Jack, please, don’t tease if I slip 
back to business—have you this pretty nest 
and its treasures protected?” “Wow! the lady 
is serious,” said Jack as he caught up wee 
Jerry and swung her high, “but pshaw, we're 
well and making good, why should we worry? 
Everything is all right—eh, Kittens?” pinch- 
ing Jerry’s cheek. 

The next morning we took a lovely trip, 
wandering down country lanes and home again 
for lunch. In the afternoon we chatted and 
made wonderful plans; and as I boarded the 
train that evening I had such a homesick feel- 
ing for the bungalow and those within. 

That September day! When I sat going 
over my plans and arrangements for the trip 
near at hand—the message came from Jane: 
“Jerry and Jack, both down with bad type scar- 
let fever. Goes so hard with adults. Please 
Di, come right away. I need you so.” I put 
away my papers, closed my desk and shut ont 
all thought of anything else but my big brother 
and Jerry. 

It was a hard, long struggle, and left a pale, 











New Series 


17. THE INJUDICIOUS JAY 
By WILLIAM ALEXANDER 


A callow Blue Jay who wanted to get rich quickly decided to go into 
the insurance business. So he made a contract with the Penguin Life In- 
surance Company and went in search of Mr. Gray Gander, who had a large 
family and was reported to be wealthy. 

Finding Mr. Gander in front of the Post Office cracking jokes with a 
number of his neighbors, he tackled him there and then in the presence of 


the crowd. 


Now Mr. Gander was the wit of the town, so, winking at his neighbors, 


he said to the impetuous young agent, 


. ” 
“‘Does your company insure horses? 


At this the crowd grinned. But when Mr. Blue Jay quickly retorted, 
“No, but we often insure asses,” the crowd roared with delight. 

As for Mr. Gray Gander, he went away in high dudgeon, and when 
he died his family nearly starved to death. 


APPLICATION 
Wit is a two-edged sword. Mr. Gander’s wit cost his wife and children 
an inheritance, and Mr. Jay’s repartee cost him a good customer and 


brought misery to a deserving family. 
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Participating. 


Providers Life 


Assurance Co. 
1530-32 N. Robey, 
Chicago, Ill. 


J. J. DUBOURG, Agency Manager. 











Seventy-Five Years Ago 


the Massachusetts Mutual Life Insur- 
ance Company was organized by a group 
of men with unusual foresight. They 
conceived an organization that would 
create a personality of strength and 
friendliness, and conduct its affairs so as 
to win and hold the confidence of policy- 
holders. 


During all these years this institution 
has faithfully maintained the spirit of 
service inaugurated at its birth. To-day 
it ranks with the best companies in the 
country and is known throughout the 
land as 


The Company of Satisfied Policyholders 


Joseph C. Behan, Superintendent of 
Agencies. 
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serious Jack who walked about so slowly—but 
we were thankful that he lived. And dear wee 
Jerry—the cloudlets must have called to her 
that day to come with them, for she sleeps be- 
neath the roses up over the hill. 

3ut time heals all things. Gradually Jack 
grew stronger and took more interest in things. 
One day he walked into my office. “Di,” he 
said, “when I began to feel better I com- 
menced to think what a fool I had been not 
to carry more protection for Jane and the 
kiddies. You were right, and as soon as they’ll 
accept me I am going to take out enough in- 
surance to provide for them as far as possible. 
Nothing preventing, I intend to add to it.” 
He did, the next month. 

The Continental trip is still ahead of me. 
Laterly, I again visited the bungalow, where 
a young princess had come to reign, a minia- 
ture of Jerry with the bluest of eyes and 
golden curls. They call her Helen, but I nick- 
named her “Dimples,” and sturdy Sonny lad 
is her own true knight. 


Life Business in Connecticut 


Thirty-seven life insurance companies doing 
business in Connecticut during 1925 reported 
an increase in aggregate premium income of 
$214,151,360 in a year, while their total in- 
come increased $274,268,486, according to a re- 
port submitted to the governor yesterday, by 
State Insurance Commissioner Howard P. 
Dunham. 

Policyholders were paid $1,070,586,025 by 
these companies during the year, an increase 
of $18,148,530 over the amount paid in 1924. 
Companies with home offices in Connecticut, of 
which theer are six, paid $80,030,578 of this 
total. 

The report explains that the summaries 
shown for comparison between years, include 
figures for only those companies which were 
licensed in Connecticut in both 1924 and 1925. 

Assets of all life companies operating here 
increased $946,238,800, to the highest total in 
their history, $09,912,128.300. The assets of 
the six Connecticut companies increased $095,- 
287,325, to a new high total of $830,495,183. 

At the end of 1925 there were 80,132,687 pol- 
icies in force, exclusive of group insurance, 
which was an increase of 5,713,903 over the 
previous year. Of the total, the Connecticut 
companies had in force 1,629,694 policies; the 
companies of other States, 16,750,560, while 
61,752,424 were industrial policies of the small 
weekly payment variety. 

The business written in Connecticut during 
1925 included 14,620 policies by Connecticut 
companies, amounting to $50,577,007; 46,036 
policies by companies of other States, amount- 
ing to $117,555,005 and 250,849 industrial poli- 
cies amounting to $70,751,184. The total num- 
ber of policies issued here was 321,405 and the 
amount $238,883,286. The Connecticut com- 
panies issued 23.75 per cent of the total num- 
ber of policies and 30.08 per cent of the total 
amount of ordinary insurance here in 1925. 
The net reserve on the policies of all com- 
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Middle-west 
Casualty Company 


writing most approved Accident 
and Health forms on A, B, C 
and D risks (commercial plan) 
in eight States, wants Produc- 
tion Manager who has record as 
personal producer and is capable 
of managing agents. Good sal- 
ary and Home Office connection 
to man who can qualify. When 
writing give age, experience, 
present connection and refer- 
ences. 


All correspondence treated in 
strictest confidence. Address 
XYZ, care THE SPECTATOR. 











panies in force at the end of the year was 
$8,455,069,303.56, an increase of $8009,090,- 
510.52 above the reserve at the end of 1924. 

The tables showing the distribution of assets 
indicate that for the last five years there has 
been a continuous increase in the proportion of 
assets invested in mortgage loans and a con- 
tinuous decrease in the proportion of bonds and 
stocks. 

A tabulation of management expenses per 
$1000 of insurance shows that the expenses in 
1925 were the lowest of any of the last four 
years. The rate of first-year commissions in- 
creased slightly, while the rate of renewal 
commissions was somewhat less than last year. 

Mortality experience and interest rates con- 
tinued to be favorable, and the life companies 
increased their surpluses by over $40,000,000, 
after declaring dividends to policyholders and 
stockholders of more than $334,000,000. 


Equitable of Iowa’s Conference 

Cuicaco, Itt., August 2—The Equitable 
Life of Iowa held a most successful three-day 
conference of its leading agents and general 
agents last week at the Edgewater Beach hotel 
in Chicago. The sessions were carried out ac- 
cording to program and were very inspiring. 
Most of the home office officials were present 
to meet the more than 250 big producers for 
the company, all those scheduled to appear 
being on deck with the exception of H. E 
Aldrich, vice-president and superintendent of 
agents, who was unable to be present owing 
to illness in his family. 

The Cyrus Kirk Cup, donated by the for- 
mer president of the company to the agent 
writing the best essay on life insurance, was 
won by Kenneth D. Robinson of Fort Wayne, 
whose subject was “Providing a Life Program 
Through Life Insurance.” The meeting place 
for the 1027 convention was announcced at 
Kennilworth Inn. Asheville, N. C., and the 
date June 29 to July I. 
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The three sessions were presided over by 
President H. S. Nollen and Vice-Presidents 
F. W. Hubbell and B. F. Hadley. Other 
home office officials who made addresses and 
led discussicns were: Dr. F. L. Wells, medical 
director; S. A. Swisher, Jr., assistant secre- 
tary; R. C. McCankie, associate actuary; P. C. 
Irwin, assistant actuary, and Supervisors R. 
E. Fuller, Earl E. Smith and S. L. Deininger. 


E. G. Holz Appointed by National Life of 
Chicago 

Cuicaco, Itt., August 2.—Edward G. Holz 
of Chicago has been appointed supervisor for 
Indiana for the National Life of the U. S. A., 
effective today. Mr. Holz, who is well known 
in the Indiana agency field, where he has been 
active in agency supervisory work for the past 
seven years, will take charge of all but the 
southern end of the State beyond Indianapolis, 
and will operate from the home office in Chi- 
cago. He was Indiana supervisor for the Se- 
curity Life of America during the past four 
years, and before that occupied the same posi- 
tion with the Farmers National Life. 


Knowing the Debit 
“I know my debit so well I could find my 
way around it blindfolded. Not only that, 
but I know every twist and turn and crosscut. 
I can collect it in half a day less than I used 
to.” 


Fine! But knowing the location of the calls 
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is only a small part of “knowing the debit.” 

Saving time in collecting the debit is com- 
mendable practice if you make profitable use 
of the time saved. 

It means that you know the amount of life 
insurance carried by not only the mothers and 
children, but by the husbands, fathers and em- 
ployed members of every family on your debit. 

How well do you “know your debit” meas- 
ured by that standard? 

If you don’t know your debit by that stand- 
ard, you are going around blindfolded. 

The time you save in collecting your debit 
is wasted if your object is to get through early 
and go home. This time should be used to 
learn all about the life insurance needs of every 
member of every family on your debit. The 
information you gather in this way has a 
monetary value and can be changed into real 
money when it’s used on night calls. 

Who can compute the amount of business 
that can be written on every debit by following 
up this system, taking three or four cases each 
week? You not only write the highest grade 
of Industrial, but you dig up Ordinary galore 
on the heads of the families and on the young 
folks who are employed. 

Watch the young people; they will soon es- 
tablish homes of their own, and their future 
business is worth keeping an eye on. There 
is an endless chain of business for the man 
who “knows his debit” and the life insur- 
ance needs of people on it—The Western and 
Southern Field News. 


Easier to Talk from the Inside of the Dog ; 


There is no doubt that straight canvassing! 
is the keynote of success in industrial life ; 
surance. It is by far the easiest part of the 
work and the agent who uses a straight can 
vass week after week prefers canvassing o 
collecting, especially because of the large ree 
muneration. The art of straight canvassing | 
is to gain an entrance into the house, becayse™ 
the agent who gets into the house is far more! 
liable to write business than the agent who" 
fails to do so. A good plan is to secure the 
name of the family living in the house before | 
canvassing, and wherever possible to do so the 
number of persons living therein who are ine® 
surable. When, after ringing the doorbell, a! 
lady comes to the door, the agent will thus be 
able to address her by name; asking, for im = 
stance, “Is this Mrs. Jenkins?’ Then the® 
chances are that, thinking the agent must know 3 
something of the family, he will be invited te” 
step inside. Now once this much has been ac. : 
complished the rest is usually fair sailing. He™ 
must needs be a very indifferent solicitor, in) 
deed, who leaves such a case without at least 
securing a prospect for future business. Thi 
may sound somewhat trivial, but it is plain] 
common sense. Every industrial agent knows 7 
the difficulty involved in starting the acquaint-] 
anceship which leads to business. After busi- ¥ 
ness has been obtained in one house it is then ™ 
an easier matter to secure the names of those | 
living in adjoining houses, so that the same 
operation may be repeated. 4 

















Analyzing Success 


CROSS section of the 66th Annual State- 

ment which shows, by growth, safety and 

low net cost, why the Guardian ranks as one 
of the strongest of the strong companies. 


NEW BUSINESS, 
about 50% gain 


INSURANCE IN FORCE, 





SURPLUS AND DIVIDEND 
FUND, 13% of Liabilities 


1926 DIVIDENDS SET 
ASIDE, 25% increase... 





$66,857,528.00 


i 290,912,305.00 
51,866,771.92 
45,836,814.05 


6,029,957.87 


1,983,000.00 


The Guardian is growing more rapidly than 
most old line companies, and in a way that 
offers unusual opportunities to men of the 
right calibre. For information, write 


T. LOUIS HANSEN. Vice-President 


THE GUARDIAN LIFE INSURANCE 
COMPANY OF AMERICA 


Founded 1860 under the Laws of the State of New York 
50 UNION SQUARE, NEW YORK 
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